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We Are Asking Dealers to Anticipate 
Their Requirements All They Can on 


PEN N SYLVANIA 




















@ We provided for a further big rise in this 
year’s demand, but orders are already run- 
ning ahead of our greatly increased produc- 
tion. : 


@ We are going right ahead expanding 
our facilities still more. 


@ In the meanwhile, orders from 
dealers, a little further ahead of 
their requirements than usual, 
will be greatly appreciated and 
will result in timely service. 


REG. U.S. PAT. OF 
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‘ PennsylvaniaRubber Co. 


Jeannette, Pa. 







New York San Francisco Omaha 

Chicago Los Angeles Kansas City, Mo. 
Cleveland Detroit Seattle 

Boston St. Paul Dallas 
Pittsburgh Minneapolis Atlanta 





An Independent Company with an inde- 
pendent selling policy 
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Summer Silver Trade 


Be prepared to meet the de- 
mand of the verandah and open- 
air season. 


The Iced Tea Spoon has been 


very popular for the last few 
years and its popularity is going 
to continue. 


Made in the regular patterns 
of 


I847 ROGERS BROS. 


“Silver Plate that Wears’’ 





and in the same grade as other pieces in 


that brand. 


Display the spoons in your windows and 
let your townspeople know they can get 
them from you. 


Write to us for window cards for display 
purposes. 





INTERNATIONAL SILVER CO. 


Successor to Meriden Britannia Co. 


MERIDEN, CONN. 


CHICAGO NEW YORK SAN FRANCISCO 
9 North Wabash Ave. 49-51 West 34th St. 9-19 Maiden Lane 150 Post St. 











ge omar ne ener ree 


May 21, 1914 “HARDWARE AGE 51 


HARDWARE AGE 


FOUNDED I855 


Published every Thursday by the DAVID WILLIAMS COMPANY, 239 W. 39th St., New York 


W. H. Taylor, President & Treasurer Chas. G. Phillips, Vice-President Fritz J. Frank, Secretary M., C. Robbins, General Manager 





Subscription Price, United States and Mexico, $2.00 per year; to Canada $3.00 per year 
GEORGE H. GRIFFITHS, Manager 
Editors: Roy F. Soule, R. R. Williams, C. E. Wright, E. H. Darville, R. A. Peterson. 
BRANCH OFFICES 


Chicago, Otis Building Boston, Equitable Building Cleveland, New England Building 
Pittsburgh, Park Building Philadelphia, Real Estate Trust Building Cincinnati, Mercantile Library Building 
Worcester, Mass., P. O. Box 696 San Francisco, 320 Market Street 


Entered at the New York Post Office as Second Class Mail Matter 





Contents - 


Special Articles Motor Accessories and Supplies..... 96 
Nicunbictel Dea adel dee Plenduené. Nee: Notes of the Retail Hardware Trade,. 102 
chaua—By' ©. T: Kayeet.: 0 i s5. 53 Current Metal Prices........... ee 
Chnaitiaiatl or 5 oe rg OS Ba 55 Current Hardware Prices........... 108 
Building Up Our Merchant Marine... 56 7 : 
Florida Convention Held Good Meet- Current News and Miscellaneous 
ing in Alabama..............-. 60 Deep Cuts in Ice Skate Prices....... 68 
Washington News ................ 73 Miller Lock Company Expands...... 68 
, Varick Company in New Quarters.... 68 
Regular Departments MacRae’s Railway Supply Catalog... 70 
‘The Assistant Manager’’.......... 65 Starrett Prizes Awarded........... 71 
Weekly Page of Display Ideas...... 67 Commends H. A. Editorial......... 72 
‘‘The Man Behind the Counter’..... 69 Chicago Association Meets......... 72 
The: Jester be: Paes oo. cic ee ee 75 Brooklyn Hardware Men Meet...... 74 
Publicity for the Retailer........... 76 Woman in the Hardware Store...... 84 
Editorial Comment ............... 78 Brushes Sampled on Counter....... 84 
Trade Conditions and Prices........ 80 “Big Five’ Issue Window Book...... 84 
NE aa we oa oe wee ee 83 Sheet Metal Convention June 16..... 86 
Pn ee eee és Sk RE Oe 83 Coming Hardware Conventions. ..... 86 
Sheet Metal Department........... 85 Heavy Hardware Men to Meet...... 94 
New Goods and Novelties.......... 88 The Handling of Callers........... 94 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, ETC., OF HARDWARE AGE, 
Published Weekly at New York, N. Y., Required by the Act of August 24, 1912. 
R. Will- 


anager, George H. Griffiths, 239 W. 39th St., New_York City. Editors, Roy F. Soule, R. 

iams GE Wright. 239 W. 39th St., New York City. Ma g Editor, Roy F. Soule, 239 W. 39th St., New York 
City. Publisher, David Williams Company, 239 W. 39th St., New York City. 

Owners: David Williams Co. (If a corporation, give names and addresses of stockholders holding 1 per cent 
or more of total amount of stock.) United Publishers Corporation, 241 W. 39th St., New York City. 

Stockholders of one per cent or more of stock of the United Publishers Corporation: H. M. Swetland, 239 W. 
39th St.. New York City. C. T. Root, 239 W. 39th St., New York City. C. G. Phillips, 239 W. 39th St., New York 
City. W. H. Taylor, 239 W. 39th St., New York City. A. C. Pearson, 239 W. 39th St., New York City. M. Holtz, 
239 W. 39th St., New York City. F. T. Root, 239 W. 39th St., New York City. J. M.. Phillips, Upper Montclair, 
N. J. W. H. Lindsay, 239 W. 39th St., New York City. Estate of I. A. Mekeel, Montclair, N. J. Fritz Frank, 
239 W. 39th St., New York City. M. C. Robbins, 239 W. 39th St., New York City. W. IL. Ralph, 239 W. 39th 
St., New York City. Geo. H. Griffiths, 239 W. 39th St., New York City. Conde Nast, 443 Fourth Ave., New York 





Known bondholders, mortgagees, and other security holders, holding 1 per cent or more of total amount of 


bonds, mortgages, or other secu ; 
ding one per cent or more of bonds: H. M. Swetland, 239 W. 39th St., New York City. 
CT BOE Be We aeth Be New work Citys. G. Phillips, 239 W. 29th St., New York City. W. H. Taylor, 238 
7. 3 ; 7, W. 1. Ralph, 239 W. .. New Yor y. F. T. Root, TE cart | 
Wee th St: New cit St Louis, Mo W: H. Lindsay, 239 W. 39th St., New York City. ‘Estate of L. A. Mek 


. ll, St. Louis, Mo. . Me 
Moutclais, NJ. "m. P’ Whittemore, Fivanston; Ill. E. 8. Root, 309 W. 92d St. New York City. J. M. Phillips, 


Upper Montclair, N. J. DAVID WILLIAMS COMPANY, 
a ee E. P. Beebe, Asst. Treas. 
a , . 
Sworn to and subscribed before me this 9th day o y E. P. VON GOGH, 
Notary Public, Queens County. 


Certificate filed in New York County. 
My commission expires Mar. 30, 1916. 











CO 




















HARDWARE AGE May 21, 1914 



















Great Carrying Capacity 





Our Storm-Proof Door Hanger while very 
simple in construction, is made of extra heavy 
gauge steel and has great carrying capacity. 


The heaviest barn or stable door won't 
weaken the 


Storm-Proof Door Hanger 


a particle. It has ample strength. And no 
great care is required to attach it, as the equal- 
izing-pin in the center of the wheel-truck in- 
sures an even distribution of the load to each 
wheel. 


You can't sell a more satisfactory hanger. 
Send for Catalog and Prices. 





National Manufacturing Company 
STERLING, ILLINOIS 





























Volume 93 


New York, May 21, 1914 


MEMORIAL DAY AND THE 


HAR)/DWARE 


MERCHANT 


How a Dealer Distributed Flowers 
By E. T. KEYSER 














Old veterans firing a Memorial salute 


HE fife and drum corps was practicing for the 
Memorial Day parade, and martial strains 
came through the opened windows of Odd 

Fellows’ Hall as I entered the hardware store op- 
posite. 

“I suppose that you’ll do a big business in flags, 
poles and pole brackets,” a customer was saying, 
as I opened the door. 

“Well, yes, I always do have more or less of a 
call for them, about this time,” the dealer ad- 
mitted, “but I’m going to put a new plan into oper- 
ation, this year.” 

“What’s the plan?” asked the customer. 

“Here’s part of it,” and the dealer produced a 
neatly “processed” imitation typewritten letter 
printed on his business stationery. 


The letter read as follows: 

Realizing how difficult it is for my patrons to se- 
cure plants in bloom, suitable for the decoration of 
their cemetery plots, I have arranged with a reliable 
grower to furnish such assortments as may suit the in- 
dividual preferences of those who would like to observe 
Memorial Day. 

On May 23d and 24th there will be exhibited, at 
my store, a collection of plants, in every way suitable 
for the purpose. 


To each a price card will be attached and all that 
it will be necessary for my patrons to do will be to 
call, and, after making a selection leave their orders 
for just what they will require. 

The plants ordered will be ready for them on the 
afternoon and evening of the 29th. 

Any desired assistance in the selection, and sugges- 
tions, as to their transplanting and care, will be gladly 
furnished. 

The exhibition will be well worth your inspection. 
May I not hope to see you? 


Very truly yours, 


“That certainly sounds inviting,” admitted the 
customer, “but where do you get off?” 

“I get off with the gratitude of my trade and 
others whose trade I’ve wanted for a long while, 
because this scheme of mine is going to be a big 
convenience to a bunch of people who would like to 
decorate but who have not been able to do so with- 
out a lot of trouble and expense that puts their 
desire almost out of reach. 

“This is a small town. Almost everyone raises’ 
flowers in yard and garden, but the man who will 
have the finest possible showing of flower beds a 
little later on has nothing in bloom now that would 
make any kind of a decoration for the cemetery. 
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“The raising of plants suitable for that purpose 
is a grower’s specialty and while the big cities 
have facilities for that sort of trade being handled, 
“e people in the smaller places are left out in the 
cold. 

“It is easy to get cut flowers. It is easy to get, 
from distant growers, plants for landscape garden- 
ing effects, but to secure one’s own selection within 
reasonable limits, without traveling some miles and 
carrying the plants home or trusting that the 
blooms will not be ruined by a transportation com- 
pany is a different matter.” 

“And how are you going to get past that?” in- 
quired the customer. 


Arrange with a Grower 


The dealer smiled. “About ten miles from here,” 
he said, “is a grower who caters to the city trade 
and who raises just what the plot owners want. I 
have arranged with him for the advertised sam- 
ple display and for prices on the plants. 

“T’ll use the delivery wagon to bring over the 
display and also the plants which will be ordered 
from same, which is something that my customers 
would not be able to manage.” 

“Yep,” said the customer, “but how about un- 
called for plants? Won’t the loss on them wipe out 
your paper profit?” 

“Not so that you’d notice it,” said the dealer. 
“This will be a strictly cash transaction. Every- 
body will understand that in a deal on perishable 
plants I must have cash with order, and nobody will 
be grieved. All that I have to do is to explain that 
the grower demands cash from me.” 

“But where do all those letters go?” asked the 
customer. : 

“To the owners of cemetery plots, to those whose 
friends and relatives are buried in the nearby 
church yards and cemeteries and to those inter- 
ested in the old soldiers. 

“IT made it a point to get friendly with the sex- 
tons and caretakers and accumulated a mighty good 
working list of names. And the selling of the 
plants does not close the transaction, by any means. 
When one does transplanting, several patterns of 
trowel, scratchers, weed eradicators, sod cutters, 
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grass shears and sickles will be needed, and when 
a man places his order for the plants will be the 
logical time to push their sale. 

Will Sell Other Things 

“Furthermore, a good many people who have 
always intended to put their plots in better shape 
will be started into actually doing it when I have 
made the start so easy, and once their interest is 
aroused I will keep right on selling them the things 
with which to accomplish the work. 

“That’s why I have ordered some garden baskets 
and filled them with different assortments and 
qualities. of tools, suitable for just such upkeep 
work.” 

“It ought to make talk,” said the customer. 

“It will make talk,” said the dealer. “Here’s 
some of the talk now,” and he drew from his desk 
a printed proof sheet. 

“I talked the matter over with the editor of the 
Star. I run an advertisement with him right along 
—and this is what he will say about it in the next 
issue.” 

“That is some notice,” said the customer. “The 
editor has you slated as being a public benefactor.” 

The dealer became grave for an instant. 

Not All Business After All 

“He put that in himself. I’m glad that he saw 
that it was not all a matter of business with me, 
after all. It isn’t. “Of course, I will make money 
on the matter but that is not the whole thing. The 
part that pleases me best is the fact that I will 
have been able to do, for a lot of people, what 
they could not individually do for themselves and 
that lots of them, who could not have afforded to 
decorate without some co-operation of this kind, 
will be happier for the chance having been put 
within their reach. 

“It is not charity—it is a straight business mat- 
ter, but I am awfully glad that my plan will bring 
to a bunch of fellow townsmen a pleasant oppor- 
tunity to do this thing right and to do it within 
their means.” 

The customer glanced at the dealer’s face with a 
new respect. 

“Good luck to you, Jim,” he said. 











Flowers for the graves of their 


grandfathers 
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Lewis Nixon, Great 
American Shipbuild- 
er, Addresses Manu- 
facturers on Impor- 
tant Commercial 











Subject 


Latest Cunarder, Aquitania. Maiden voyage, Liverpool to New York, May 
30. Length 901 feet, beam 97 feet, gross tonnage 47,000, speed 23 knots; pas- 
senger accommodations for 3250 and for crew of 1000 


facturers Export Association, Lewis Nixon, 

the American naval shipbuilder, addressed 
the members on what manufacturers can do to help 
re-establish a mercantile marine. 

Mr. Nixon said in part: 

“The country is becoming dependent on its ex- 
ports—that is, its: manufactured exports. For 
many years our exports were farm products which 
fed the people in the factories of other countries 
which they had. to have to enable them to produce. 
As we grow in population and in manufacturing fa- 
cilities those particular products are lessening in 
extent, and if we are to grow great, powerful, 
strong and wealthy the development of the United 
States as a manufacturing and export nation is the 
only possible means by which that can be accom- 
plished. 

“Commerce ordinarily is confused with trade. 
Commerce includes transportation just as much as 
it does trade and barter, and a country which omits 
from its commercial balance its carrying costs and 
gives only its balance of trade in the form of ex- 
ports and imports, gives just as misleading a state- 
ment to our people as a great department store here 


\ T one of the meetings of the American Manu- 


would if it gave an annual statement without its 
delivery charges. 

“In 1907, during the panic, we exported $1,800,- 
000,000 worth of goods; we imported $1,200,000,000 
value. If the balance of trade had real meaning, 
there was a credit on our side of $600,000,000. 
Yet every time ships left the harbor of New York 
with a few hundred thousand dollars worth of gold, 
a shudder went throughout the financial centers of 
the United States. There must have been a loss 
which is not accounted for in the misleading state- 
ment. That loss lay in the cost of transportation 
on the ocean. 


Transportation Cost Is 400 Millions 


“In round figures, at the present time, our trans- 
portation cost amounts to about $400,000,000. 
There are other things in this connection which 
would bring up the probable total loss to this coun- 
try to at least $2,500,000,000 a year. In that would 
be the ordinary charge of building our ships. We 
need about $700,000,000 worth of ships to have an 
adequate marine at the present time. That, ex- 
tended over a number of years, would probably 
mean the spending of at least $50,000,000 a year 
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U. S. Battleship No. 39, not yet named, the greatest super-dreadnaught ever laid down, now 10 per cent. com- 

pleted at Brooklyn Navy Yard, illustrated from drawings. Length, 600 feet, beam 97 feet, draft 28 feet 6 

inches. Battery 12-14 inch and 22-5 inches rifles; sister ship of Pennsylvania, 23 per cent. finished at Newport 

News. These powerful leviathians are 4000 tons larger than the New York and Texas, just commissioned, 
indicating our ability in marine construction 
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The Vaterland, Hamburg-American Lines latest steamer. Due New York, 
May 21, displacing 58,000 tons, 950 feet long, 100 feet beam and largest 
ship in existence 


in the building of ships and not less than $2,000,- 
000,000 additional trade which we could get if we 
controlled the means of transportation. 


“In the early days of the republic almost our en- 
tire ocean trade was handled by American houses, 
our laws being such as to establish a preference for 
American ships, so inducing those who had goods 
to send us to seek American agents, and such pref- 
erence put our vessels in the strongest position in 
bidding for our export shipments, and while we did 
not prefer our vessels for export, the keen com- 
petition reduced the cost of carrying our goods to 
market. New York, as we know, is now, as regards 
its foreign trade, almost in the hands of the for- 


eign steamship agents, the foreign buyer, the for- 
eign seller and the foreign insurance agent. 

“In the past we had these factors of commerce 
in our hands abroad, while today transportation, 
insurance, banking and selling are all in the hands 
of the foreigner, and they represent really the cream 
of trade. In our country we divided it into two 
classes, the coastwise trade and the foreign trade. 
The foreign fleet is what we look to for the keeping 
of our gold at home. The coasting trade provides 
the exchange of commodities by water among our 
own people, but does not take gold out or bring it 
to the country; so while the coasting trade branch 
of our shipping is worthy of encouragement and 

















View of Hamburg-American Line, Hoboken berths 
of our foreign commerce is car 


ical of docks in New York harbor. Ninety-two per cent. 
in ships owned and controlled abroad 
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The Flying Cloud, crack American Clipper, New York 

to San Francisco, 1851, 89 days 21 hours, via Cape 

Horn, over 16,000 miles, exceeding by 42 miles, one 

day, best day’s run ever made by a mail steamship on 
the Atlantic, up to that time 


development, it is to the foreign trade that we turn 
to the balancing of foreign commerce, the stopping 
of the great flow of money abroad. 


Early Attempts in Commerce 


“When this country achieved its independence it 
had thirteen original states. These states had as 
many means of regulating commerce. Thomas Jef- 
ferson asked for a grant from these states in some 
form:.by::which a single control could regulate for 
all the separate states, but they were jealous of 
each other and were not willing to grant such 
power. So we find the absolute necessity for some 
central power to regulate commerce as the compel- 
ling cause of the adoption of the constitution and 
the formation of the union. When the state dele- 
gated certain powers to congress and congress ac- 
cepted those particular powers it entered into a 
sacred pact or agreement, or contract, with those 
states to carry it out, and to regulate commerce in 
a way which would square with the constitution. 

“Of the same men that were in the constitutional 
convention, many took part in the deliberations of 
congress. They began by giving a discriminating 
duty in favor of goods brought in by American ships 
of 10 per cent. That, a few years later, was ar- 


ranged by a 10 per cent. increase if brought in. 


foreign ships. At the’same time, congress placed 
a differential tonnage tax upon ships, the tax being 
6 cents per ton upon American built ships owned 
by Americans and 30 cents per ton upon American 
built and foreign owned vessels, and 50 cents per 
ton upon foreign ships at each entry. With an eye 
to the development of the Far Eastern trade, even 
in the beginning of our existence as a nation, they 
graded the duties on tea in such a way as to drive 
trade to American ships by making the duties on 
tea brought In foreign vessels much higher. Amer- 
ican registry was confined to American built ships. 

“Naturally, from that. time on, in order to fly the 
American flag, the ships had to be built in the 


United States. They passed laws providing for 


special food schedules and special accommodations, 
making the treatment of the American sailor afloat 
the best in the world. Think of a statemanship 
which could grasp this. 

“Realizing at one time in our history that we 
were plunging more and more deeply into debt and 
losing all hope of any control on the ocean, owing 
to the lack of a merchant marine, they passed laws 
to give us one. 

“These early laws provided the ship yards con- 
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tinuous and profitable employment for the shipss 
and the best sailors on the face of the earth. For- 
eign countries capturing our vessels often had to 
cut down their spars because their men could not 
handle our sails. 


Increased Our Shipping 


“In seven years we increased our shipping 385 
per cent. and by 1826 we were carrying 93 per cent. 
of our own trade on the oceans and a goodly share 
of that of the rest of the world. That was construc- 
tive statesmanship. 

“With preference for our vessels established we 
witnessed constant increase of the merchant marine 
of the United States. Before that time we had had 
none of these conventions, none of the so called 
treaties which are put up every time some one wants 
to oppose the building of a merchant marine. 

“Then we began to cease to discriminate in favor 
of our own ships. We suspended our right to reg- 
ulate commerce and broke the sacred pact of the 
constitution. Our carriage 
of our products began to 
give way to the insidious 
movement and workings 
of foreigners. In 1828 
we passed an act which 
in its dire effect on the 
commerce of this country 
was the most hurtful ever 
passed by any congress. 
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Comparison of Woolworth building, hight 792 feet 
and length of Vaterland, 950 feet 
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We stopped discrimination in the indirect trade. 
‘the foreigners understood our constitution, and un- 
derstood our people; they realized that we were a 
government of limited powers, and that we could 
use certain means under our limitations to prefer 
our vessels, and that if they could induce us to give 
them up, they could adopt means which under our 
limitations we were powerless to meet. Up to this 
time we gained enough from the earnings of our 
merchant fleet to balance continued adverse trade 
balances between ourselves and the rest of the 
world, starting us on our career as a great, pros- 
perous and wealthy nation. Our ships were the 
best examples of the naval architects’ and builders’ 
skill to be found in the world, and they were man- 
aged in such a way that they usually captured the 
business on the ocean. From that time on, 1828, 
when we refused further preference for our own 
ships, the merchant marine of the United States 
began to decline. This was supplemented by the 
change of wood to iron and later to steel by the civil 
war, by the coming of the steamer, by the demands 
of internal development, by discriminations against 
us by the foreign insurance and inspecting com- 
panies, by contracts for advance charters and by 
foreign shipping pools, conferences and combines. 


Our Present Policies 


“We have had the warehouse policy of giving 
credit to the foreigners who bring the goods to 
our borders and let them lie there, while their 
agents scour the country in competition with our 
own people. We have in addition to that, in the 
aggregate, $50,000,000 in subsidies and bounties 
by other countries in aid of their maritime enter- 
prises. We have made efforts from time to time, 
by means of subsidies or postal subventions, but 
these efforts have been poorly applied. 

“A subsidy is a payment from the treasury to 
equalize the cost of performance. In other words, 
if it costs $25,000 more a year to run a ship of prac- 
tically the same size as a foreigner, if the Gov- 
ernment makes up the difference, such payment 
would be a subsidy. Subventions are given for the 
purpose of holding a ship in readiness for certain 
special use by the Government itself. Postal com- 
pensations are given for the carriage of mails upon 
the ocean. This perfectly squares the constitution, 
because we have the right to establish post offices 
and post roads, and there is no question but what 
we have the right to extend postal aid to build up 
mail lines on the ocean. 

“What have been the means by which we have 
been prevented from reasserting our rights upon 
the ocean? I think that it is the menace of foreign 
influence upon American public opinion. Every 
time we make an effort to do something for our 
ships we find an immediate campaign started to 
discourage us. : 


Prejudice Against Subsidy 


“Usually, owing to the unpopularity of the word 
‘subsidy’ every means is denounced as a subsidy. I 
am against subsidy myself. The foreigner does 
not dread subsidies at all. First they are uncon- 
stitutional and next they will never up-build the 
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If prices only settled the ques- 
tion of competition, the English would carry noth- 
ing at all, for next to us their rates average the 


merchant marine. 


highest. We want a preference such as can be 
given by the power to regulate commerce by the 
United States, so that when a man has goods to be 
shipped to America, he will look for an American 
ship to ship them. 

“A glance at the harbor in New York will show 
great fleets of ships constantly added to by more 





Lewis Nixon, United States Naval Constructor, de- 
signer of the battleships Oregon, Indiana and Massa- 
chusetts 


and larger boats, and which were built from the 
earnings of our country and constantly growing in 
earning power. There is plenty of profit if we can 
get into the business. At the present time we are 
faced upon the ocean by a monopoly of ocean car- 
riers, together with inordinate naval power; yet the 
very men who rail against domestic monopoly not 
only fail to appreciate this’ great menace to our 
national prosperity, but actually belittle the efforts 
of those who are attempting to awaken our people 
to a realization of it. 

“When our. flag was in every port of the World, 
we paid higher wages and fed and housed our men 
far better than the sailors of other nations and we 
profited on rates which filled our hulls with cargo. 
What we want is a liberal and enlightened demand 
for American ships, based upon a growing trade in 
American bottoms. When we get that, the Amer- 
ican with his great capacity for handling trade and 
commerce will forge to the front and compete with 
the rest of the world. 

“They have got to have the means of reaching 
foreign markets under the control of the merchants 
and government of their own country, and that the 
various devices and regulations which are adopted 
by the foreigner must be off-set by enlightened, 
constructive statesmenship.” 







































































of hardware merchants the seventh annual 
convention of the Florida Retail Hardware 
Association was cpened Wednesday afternoon, May 
6, at Gainesville, Fla. 
The opening session was called to order by Presi- 
dent G. S. Meserve of St. Augustine, followed by 
the invocation by Rev. C. H. Summers, pastor of 


W a thoroughly representative attendance 





G. S. Meserve of St. Augustine 
re-elected president 


the Methodist Church. Chris Matheson, mayor of 
Gainesville, delivered a welcoming address, to which 
President Meserve responded. 

Committees on resolutions, nominations and place 
of meeting were then appointed. 

Secretary G. E. Noblit and Fred H. Young made 
verbal reports of the National convention held in 
Jacksonville last year, and short talks were made by 
several members of the association. 

Short addresses were made by H. W. Owsley, 
sales manager of the Simmons Hardware Company, 
St. Louis, and L. C. Frazier of the Gulf States Steel 
Company, Birmingham, Ala. 

The question box discussion at this convention 
was interesting, and many participated. 

One of the principal addresses of the day was 
that of P. G. Wall of the Knight & Wall Company, 
Tampa, Fla. His remarks were based upon the sub- 
ject “He Profits Most Who Serves Best.” 


Banquet by Board of Trade 


A pleasant social feature of the opening day was 
the banquet tendered the Association at the White 
House Wednesday evening, by the Gainesville Board 
of Trade. The Board of Trade also took the visitors 
on an auto ride Thursday morning at eleven o’clock. 


Officers Elected 


The Thursday session opened at 9.30 a.m. After 
the report of the committee on nominations the fol- 
lowing officers were elected for the ensuing year: 

President, G. S. Meserve, St. Augustine (re- 
elected). 

First vice-president, D. B. Harris, Leesburg. 

Second vice-president, D. E. McIver, Ocala. 

Treasurer, D. L. Thomas, Tampa (re-elected). 

Secretary, G. E. Noblit, Tarpon Springs (re- 
elected). 

Also an executive committee consisting of Fred 
H. Young, Lake City, chairman; W. F. Rehbaum, 
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HELD 


Jr., Clearwater; C. W. Sproull, Gainesville; L. D. 
Hathaway, Brooksville; W. H. D. E. Cammara, West 
Palm Beach. 

Delegates were named to the national convention 
at Indianapolis, May 19, and G. S. Meserve and 
Fred H. Young will serve in this capacity. 

Following the election of officers, committee and 
delegates, a number of very appropriate souvenirs 
of the occasion were distributed with the compli- 
ments of the Shapleigh Hardware Company of St. 
Louis. 

Reports of secretary, treasurer and executive com- 
mittee were read, approved and filed. 


Resolutions Adopted 


A number of resolutions were presented and 
adopted, among others a few of the most important 
were: 

A resolution requesting the State Railroad Commis- 
sion to insist upon the enforcement of the present law 
regulating discriminating freight charges on long and 
short haul. 

A resolution favoring one cent letter postage. 

A resolution favoring the passage of a state law plac- 
ing a tax, to be paid by the mail order houses, on all 
business in this line done in this state. 

A resolution favoring the continuance of the Na- 
tional Hardware Bulletin under the present manage- 
ment and ownership. 

A resolution recommending membership for the secre- 
tary of this association in the National Association of 
Secretaries. 

A vote of thanks given to sales managers, heads and 
members of jobbing houses and manufacturing con- 
cerns and traveling representatives for their presence, 
encouragement and lively interest shown in the meet- 
ings. 

A vote of thanks tendered the Rev. C. H. Summers 
for his presence and invocation at the opening session, 
and also a vote of thanks to the board of trade, business 
men, hardware men and citizens of Gainesville for their 
exceedingly generous hospitality and friendship during 
stay in the city. 

No Choice for Place of Meeting 


The committee on place of meeting reported that 
they were unable to decide between St. Petersburg, 





G. E. Noblit of Tarpon Springs, 
secretary 


Ocala and Jacksonville for the next meeting to be 
held during the second week in May, 1915, and re- 
ferred this matter of selection of place to the ex- 
ecutive committee with power to act. 












New Plan of Dividing State 


HE eighth annual convention of the Alabama 
A} Retail Hardware Association met in the au- 
ditorium of the Gay-Teague Hotel, Montgom- 
ery, President T. H. DeLoach was in the chair; after 
a beautiful selection from the Gay-Teague orchestra, 
‘“‘America” was sung. Prayer was led by Dr. L. 
Q. Grogan, pastor Court Street M. E. Church. Next 
was another selection by the orchestra—“Welcome 
to Montgomery.” 

W. A. Gunter, mayor of Montgomery, Duncan 
May, president of Business Men’s League, and 
Bruce Kennedy, secretary of Business Men’s 
League, made able addresses of welcome, to which 
C. R. Summers of Opelika responded. 


R. A. Peterson Talks 


R. A. Peterson, of HARDWARE AGE, spoke as fol- 
lows: 

“In the two nights and a day during which I! 
have traveled nearly 1,000 miles to attend this con- 
vention, the thought has been in my mind repeated- 
ly—what a wonderful opportunity such a meeting 
as this presents for interchanges of ideas, an im- 
mense clearing house of your thoughts and experi- 
ences. 

“If each member has brought to this convention 
but one new thought or suggestion to contribute 
to the common fund, we can all return to our work 
with inspiration enough to yield fresh impulse for 
each day of the coming year. 

“My message to you is short, simple and easy to 
remember. It may be couched in four words—you 
are too busy. That may sound like a strange state- 
ment to you, but as I have traveled during the past 


year, visiting hundreds of stores through the Cen- . 


tral West and South, and as I have coupled with 
the things I observed the experience gained through 
twelve years’ active work in the hardware business, 
the troubles of the hardware merchant have been 
constantly before me, and the answer has persist- 
ently recurred—too busy. 

“You all admit something is wrong. A large 
part of your work is to discover just what is wrong. 
After you have discovered the evil, after you learn 
the remedy, will you render your efforts fruitless 
by returning to your homes and continuing too 
busy to put into practice the lessons which have 
been pointed out here? 

“Let me illustrate. It is possible that the repre- 
sentative of your National, Association will present 
during this meeting a plan by which an accurate 
record of the costs of the merchandise you buy can 
be kept. He will show you a simple plan, which, used 
by leading hardware merchants of the country, ena- 
bles them to buy correctly. He will offer, for the 
National Association, to provide this system at a 
minimum cost. It is a money-making, time-saving 
plan. If you are ‘too busy’ to put that plan into 
practice you are going to be no nearer the solution 
of your buying problem than you were when you 
came here. 

“That time-worn excuse, ‘Haven’t got time,’ is 
a mill-stone dragging down many hardware men 
to-day, grinding away dollar after dollar from the 
profit side of their ledgers; most dangerous because 
it is inefficiency parading in the guise of industry. 
When a man tells me he hasn’t got time to read, 
to have show windows dressed, to keep his store 
clean, or to arrange new interior displays, I won- 
der how he finds time to do business at all. You 
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J. H. Phillips, Opelika, president; N. T. Braswell, Dem- 
opolis, a prominent association worker, and J. D. 
Martin, Wetumpka, secretary 


take time to eat your meals. Why? Because they 
are necessary for your health. You take time for 
various pleasures, because they, too, are essential. 
May I ask why you will not take time to administer 
to the health of your business? 


Men Who Are Too Busy 


“I know many hardware men whose show win- 
dows, most expensive space in their stores, are re- 
turning practically nothing, because these men are 
too busy to have them trimmed. I see dozens of 
show-cases which are worthless except as wrap- 
ping counters because their owners haven’t got time 
to see that they are turned into the silent sales- 
men for which they were purchased. These things 
are not a question of art, nor of extraordinary skill, 
but they do require some time, some thought and 
some care. 

“I take it for granted that your business is grow- 
ing, to some extent, that demands on your time 
promise no decrease. That being the case, when 
are you going to have time to do these things which 
you will admit are essential to good store keeping? 
You may dream that some day you will have enough 
business to put on another man and you will then 
have more time to give to these affairs. Doubtless 
you thought the same thing before you had your 
present force, yet you find your time fully occu- 
pied now as ever. 

“The customer first, gentlemen; that means keep- 
ing your stock in such shape that you can wait on 
a customer in the least possible time, that you can 
show and price as many articles as possible during 
a customer’s stay in your stores. I want to say to 
you in all seriousness that I would rather have my 
store open only five days a week and spend the sixth 
in trimming show windows and putting some life 
into my show cases and to arrange my other in- 
terior displays to the best advantage, than to re- 
main open full time without these things. There 
are too many hardware men who do not realize that 
real profit begins with the sale of the additional 
articles, made by attractive displays, after the cus- 
tomer has purchased the item he came into your 
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Left to Right: N. H. Matthews, Camden, Ala.; B. H. 
artsfield, vice-president and general manager, Bir- 
mingham Stove & Range Company; Albert Zimmer- 
man, Stanley Works and J. B. Matthews, Loeb Hdw. 
Company, Montgomery, Ala. 


store to buy. To sell these articles you must have 
them so displayed and priced as to appeal to buying 
instincts. 

An Example of Success 

“Last year I visited a hardware merchant in a 
town of ten thousand, who is doing over $60,000 
a year cash business. He has four competitors. 
But he has every article in his house sampled with- 
in reach of the customers, and every sample has a 
plain price tag on it. In the town of Mattoon, III., 
[ found a man whose first stock of hardware in- 
voiced $500, and who brought nearly $14,000 worth 
of goods from one jobber after his third year in 
business. But he has time to keep his show win- 
dows working and to arrange his store so as to 
sell more goods when a customer came in to buy. 

“That brings me to another point—those dis- 
plays. You would be surprised at the number of 
hardware men who tell me that a certain display 
would be alright ‘if they had the room.’ Let me 
tell them that the reason they have not the room 
is because they are too busy to find the means for 
conserving the display space which they have and 
for gaining additional display space. I have in 
mind a store in Memphis, Tenn., where that trouble 
prevailed. In spite of the fact that this building 
was less than 25 feet wide, it was found, after 
study, that by shifting the ranges to a certain part 
of the store, they could be displayed to better ad- 
vantage and at the same time space could be gained 
for tables and stands on which house furnishings 
were shown. This store was noticeable for an ab- 
sence of plain: prices; the proprietor did not want 
to expose his prices to competitors. To-day, with 
nearly every article in the house marked in plain 
figures that merchant is selling more goods than 
he ever did. 

“I carry with me a scrap book. In it I have a 
number of descriptions and illustrations of little 
home-made display fixtures which have been built 
for the joint purpose of. saving room and at the 
same time displaying certain lines to best advan- 
tages. I dare say there are few hardware men in 
this room who could not use one or more of these 
fixtures to advantage. Where did I collect them? 
From the pages of your leading weekly hardware 
paper. They were in the copy you received, but if 
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you were too busy to read, if you did not have time 
to clip the description and turn it over to your 
handy man, you simply overlooked an opportunity 
to make your store a better store and to increase 
your sales by giving the goods a chance. 


Efforts May Be Misdirected 


“Do not think I am making light of the work 
you do. 1 fully realize your problems, your work. 
The point I am trying to drive home is that in many 
cases your efforts are misdirected. Your time may 
be fully occupied, but are you using it to the best 
advantage? Given only a certain amount to use 
you must do those things which bring the greatest 
returns. Use your heads more and your hands less. 
Give part of the time you spend in winter sitting 
about the stove entertaining some possible custo- 
mer, to reading, thinking, planning. To-day is the 
day of careful merchandising, of making plans and 
backing those plans with the energy required te 
carry them through. The day of haphazard mer- 
chandising is fast passing and with it must pass 
the man who does business in that fashion. Will 
you be one of these? Will you be men who place 
a higher value upon the labor of your hands than 
upon the producing powers of your brain? 

“Last summer I said to a man who is active in 
his efforts to assist other retailers: ‘If you will 
give more time in your conventions to preaching 
the gospel of plain price cards, of clean, well-ar- 
ranged interiors, of reading, of good window trim- 
ming, the retailers of this country will sell more 
hardware than ever before, and there will be in- 
finitely less complaint of price and other evils. Gen- 
tlemen, in this talk I have simply endeavored te 
practice what I preach.” 


Other Speakers Are Heard 


Albert Zimmerman, of the Stanley Works, New 
Britain, Conn., made a short talk. Next M. Loeb, 
Loeb Hardware Company, Montgomery, made a 
speech on the importance of hardware conventions, 
which was very much enjoyed. Clayton Tullis, of 
Tullis Hardware Company, made an address which 
touched in a forceful manner upon the many ad- 
vantages of co-operation. 

The following gentlemen made short talks: W. 
C. Pollard, Gray-Dudley Hardware Company; W. 
J. Leath, of Gulf States Steel Company; Hartfield, 
of Birmingham Stove & Range Company, Birming- 
ham; W. M. Laird, of McGowins Hardware Com- 
pany, Mobile; E. R. Holt, with W. R. A. Co., Mont- 
gomery; E. A. Holt, with Western Cartridge Com- 
pany, Montgomery; Malcolm Mason, with Peaslee- 
Gaulbert Company, Montgomery; E. A. Enderlee, 
with Barney Cavaunagh, Mobile; George Stuart, 
with Owensboro Wagon Company, Birmingham; F. 
J. Semple, with Simmons Hardware Company, St. 


Louis. 
President’s Address 


Tuesday afternoon President DeLoach made his 
annual address, in part as follows: 

“There never was a time when competition was 
stronger and the problems of the retail man greater. 
We have no time to fight one another in business, 
but we must stand together if we would meet mail 
order competition and hold the trade of our own 
territory. I.am informed that a mail order house 
did a ninety-three million dollar business last year, 
or nearly one dollar for every man, woman and 
child in the United States. Think of the Chicago 
firm selling nearly one dollar per capita to the ter- 
ritory your own town should reach. Not only do 
we need concert of action on the part of members 
and association, but we need co-operation on the 
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part of the manufacturers and jobbers; and we feel 
sure that these broad-minded and intelligent men 
will listen to us and help us in this great work. I 
agree with the president of the South Dakota As- 
sociation that a concerted effort on the part of mem- 
bers and those associated with them through the 
National Association would largely solve your trade 
problems. 

“Fellow retailers, it is yours to recommend and 
plan ways and means to meet the present condi- 
tions, yet it may not be out of place for me in re- 
tiring from the position, with which you have so 
greatly honored me: and for which I am profoundly 
grateful, to submit you a few suggestions. 

“While the parcel post has very much helped the 
mail order business, should we be discouraged? 
Can we not put goods into our houses at a cheaper 
cost of transportation than the postage and can 
we not by the study of prices secure them at a price 
to compete. with the mail order house, and can we 
not by economy, thrift, system and close collection 
handle them with as little cost as the large mail 
order house? So long as we allow a man who sends 
his cash away to enlarge our ledger balance with 
doubtful accounts, we will be poor and so long as 
we contend with one another and in our anxiety 
to secure trade allow this kind of business to con- 
tinue, the mail order house will grow fat and we 
will become lean. 

“In order to make the association more effective, 
the executive committee at a meeting last October 
divided the state into fourteen districts and ap- 
pointed a good man president of each district. We 
find that this plan is working nicely and I would 
urge that the district presidents take a deeper in- 
terest in the work, so that they may obtain even 
better results during the coming year. 

The address of W. P. Lewis, secretary of Na- 
tional Hardware Insurance Company, Huntingdon, 
Pa., also secretary of Pennsylvania Mutual Hard- 
ware Insurance Company, on “Mutual Insurance,” 
was of great interest. ; 

The convention met in Convention Hall May 6, 
at 10 A. M. The question box was taken up with 
D. E. Thompson in charge. 


Talk on National Affairs 


J. R. Gamble, representing the National Retail 
Hardware Association, spoke as follows: 

“IT am glad to bring to you to-day the greetings 
of the National Retail Hardware Association. Al- 
though the Alabama Association is one of the 
youngest and smallest members of the National I 
assure you the mother organization is just as much 
interested in us as she is in our older and larger 
sister associations. 

“There has been more real effective work done 
by the National organization within the last two 
er three years than for several years before. 

“There are powerful interests, antagonistic to 
the retailers, that are continually at work trying 
to influence legislation detrimental to the retail 
dealers of the country and unless we take up the 
fight vigorously in our own behalf we will even- 
tually be legislated out of business. 

“There is no doubt that we are already being ef- 
fected seriously by this competition. The question 
with us is how are we going to meet it? Some sec- 
tions have tried to answer this question by co- 
operative buying—others by establishing syndicate 
jobbing houses, etc. The National Association has 
been accused of advocating the elimination of the 
jobber. The National has never taken this position 
and I do not believe it ever will. The jobber fills 
an indispensable place in the distribution of mer- 
chandise. 'Three-fourths of the small retailers are 

















Left to Right: W. D. Lewis, Simmons Hdw. Company; 
F Gibson, Moore & Handley Hardware Company; 
J. P. Sitz, Gadsen, Ala., new member executive 
committee 


aboslutely dependent upon the jobber and it is folly 
to talk about cutting him out. 

“But, gentlemen, when you take into considera- 
tion the fact that some of the large catalog houses 
are buying some of their goods cheaper than the 
jobbers, we are coming upon one of the most se- 
rious problems we as jobbers and retailers have 
ever had to contend with. This being a fact, how 
are the jobbers going to sell us so that we can com- 
pete with these big retailers? 

“We cannot afford to ignore this unfavorable 
price situation. This problem must be worked out 
together if possible, by jobbers and retailers. When 
the retail merchant can buy as cheap from his job- 
ber as he can from any other source of supply he 
should give the jobber his business. On the other 
hand if the retail dealer, in his effort to procure 
his goods at prices which will enable him to meet 
competition, should be able to secure his goods 
through other channels cheaper than from the job- 
ber—there the jobbers should not step in and block 
his game as some of them have been accused of 
doing.” 

E. C. Simmons Writes Letter 


F. J. Semple, vice president of the Simmons 
Hardware Company, read the following address 
from E. C. Simmons, president Simmons Hardware 
Company: 

“It is with more sincere regret than I can ex- 
press on paper that I am unable to accept the kind 
invitation of Dr. DeLoach, your president, to at- 
tend your convention. I can think of nothing that 
would give me more pleasure. Unfortunately, I am 
of quite advanced years, not at all well physically, 
and prudence dictates that I should travel as little 
as possible and take no chances. 

“IT would like indeed to have the opportunity of 
expressing to the retail hardware dealers of Ala- 
bama my great appreciation of the many kind fa- 
vors extended to Simmons Hardware Company by 
them. There is no state in which we do business 
that has better hardware merchants than Alabama 
—men of fine purpose, high ideals, progressive and 
up-to-date methods; yet, with all of that, they real- 
ize that getting together is a good thing, and com- 
paring notes wise action—the acute competition of 
















































































cee een 











64 


the catalog houses making it more difficult every 
year for both the jobbers and retailers of hardware 
to achieve success and earn a good return on their 
investments; consequently, it is of vast importance 
that every man engaged in this line of business 
should be on the alert to see what he can do to im- 
prove his methods and to check the ravages of this 
outside competition. 

“The jobbers realize this thoroughly, and I am 
sure our house does. We have never believed that 
our responsibility ceased when we sold a man a bill 
of goods, but that we should do everything in our 
power to contribute to his success. We conscien- 
tiously and continually try our best to do that— 
through our salesmen—writing them. once each 
week in the year, giving them pointers and sug- 
gestions, and laying before them all the new 
thoughts and ideas that come to us—both from our 
careful perusal of all the trade journals in our line 
of business, and also from our own experiences 
with our various houses and with our salesmen— 
all of whom are most cordially invited to address me 
a personal letter at any time they come across items 
of interest that it would be well to put in my gen- 
eral letters, that all of our salesmen may have the 
benefit of such information. 

“I thoroughly believe it is a serious mistake for 
the retail hardware merchants to do any consider- 
able amount of factory buying. The most vital 
point that leads to success in this business is— 
how many ‘turn overs’ you can make of your capi- 
tal within a given year. Every retail merchant 
should turn his stock—in value—at least four times 
a year, if he wants to be successful. Quite a num- 
ber of our friends turn their stocks five times. 
The way to do this is to find some large and satis- 
factory. jobbing house from which to draw his sup- 
plies; to order freely and frequently as wants de- 
termine; not to have a large stock of any item; not 
to buy at any time more goods than it is reasonably 
probable can be sold within a space of six months, 
or better still, four months. 

“I frequently go into retail hardware stores, and 
my long service in the business enables me to see 
at a glance what overstock or hard stock they have 
on their shelves. Almost invariably this kind of 
stock represents factory buying—where the delu- 
sion of the fascination of an extra 5 or 71% per cent. 
has caused merchants to buy in larger quantities 
than is healthy. 

“I beg to repeat what I have often said before 
publicly, the most important feature in the conduct 
of the retail hardware business is, in my judgment, 
the faculty of selling a man a good article, one that 
‘you can sell under a strong guarantee, instead of 
a cheap one. I believe in keeping cheap goods, and 
continuing to keep them. I believe in showing them 
and letting the customer know that you have them; 
then explain to him why the best is the cheapest, 
in the thoroughly saturated conviction that the 
recollection of quality remains long after the price 
is forgotten. 

“T also beg to say, in conclusion, that I most cor- 
dially invite the retail hardware merchants in the 
state of Alabama, who visit St. Louis at any time— 
whether he is a customer of this house or not—to 
call upon me at my office, and give me the pleasure 
of doing what I can to make his visit an interesting 
one, and if possible, profitable. 

“Yours truly, 
“E. C. SIMMONS.” 

The question box was taken up again on Wednes- 
day afternoon. 


Secretary’s Report 
The report of Secretary J. D. Martin suggested 
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a trade relations committee for the State of Ala- 
bama, to be conducted along the same lines as the . 
committee of the same name of. the National Retail 
Hardware Association. He quoted at length in 
his report from a letter written by L. C. Abbott, 
chairman of the trade relations committee of the 
national, dealing with the general problem of buy- 
ing goods at better prices. 

A plan for the districting of the state and the 
organization of local associations was given atten- 
tion by Mr. Martin. 

Mr. Martin called attention to the need of a ped- 
dier’s license law in Alabama, and suggested that 
such peddlers should be taxed for the privilege of 
selling goods from house to house. Mr. -Martin 
presented resolutions endorsing the Stevens bill. 
He also dwelt at length on the subject of one cent 
letter postage and hardware fire insurance. 

A motion was made by J. W. Beasley of Birming- 
ham, that the resolutions embodied in the secre- 
tary’s report be adopted. This motion was carried. 

The opening of the Thursday morning session 
question box was taken up with J. W. Beasley in 
charge. There was also a discussion of hardware 
mutual insurance, led by L. G. Smith, of Ensley, 
former secretary of the association. 

The report of the suggestions committee was 
heard. It was suggested that the constitution and 
by-laws be changed so as to dispose of all vice presi- 
dents and the executive committee, and that the 
presidents of the fourteen districts in the state 
shall comprise the executive committee and vice 
president. 

It was also suggested that the last three retiring 
presidents of the association constitute the advisory 
board. The committee on by-laws presented an 
amendment to the constitution carrying out the 
suggestions of the suggestions committee with re- 
gard to the selection of vice presidents and mem- 
bers of the executive committee. 

The report of the resolutions committee thanked 
those who-.had helped in the success of the conven- 
tion, and especially praised T. H. DeLoach, presi- 
dent, Secretary J. D. Martin and J. R. Gamble, of 
Wetumpka, Ala., who represents the South on the 
executive committee of the National Retail Hard- 
ware Association. 


Officers Elected 


The election of officers resulted as follows: 
District presidents— 


District 1. R. O. Noojin—Attalla. 

District 2. J. W. Baker—Albertville. 
District 3. R. O. Cranford—Jasper. 
District 4. J. P. Sitz—Gadsden. 

District 5. E. A. Hammett—Sylcauga. 
District 6. J. W. Beasley—Birmingham. 
District 7. H. M. Hardenburg—Greensboro. 
District 8. B. H. Matthews—Camden. 
District 9. S. F. Glass, Ft. Deposit. 


District 10. 
District 11. 
District 12. 


Julien Phillips—Opelika. 
H. O. Dowling—Ozark. 
L. T. Ratland—Evergreen. 

District 13. C. S. Partridge—Mobile. 

District 14. K. B. Olsen—Pensacola, Fla. 

Upon motion of J. R. Gamble, chairman of nomi- 
nating committee, Dr. T. H. DeLoach, retiring 
president, the incoming president and secretary, 
were elected as delegates to the national convention. 

The following nominations were placed for presi- 
dent: J. W. Beasley, Birmingham; Julien Phillips, 
Opelika, Ala., which resulted in the election of Mr. 
Beasley. 

As a meeting of the districts’ presidents, consti- 
tuting the executive committee, J. D. Martin, of 
Wetumpka, was re-elected secretary for the vear. 





“The Assistant Manager” 


Tells About One of the Neatest Stores in the U. S. 


By “THE ASSISTANT MANAGER” 
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Baby John Dickson a “Hardware Age” boy 


long that if a town dog barked at him they 

would shoot and declare it mad. Every kid 
in town, and most of their mothers and fathers, 
knows Dickson. He works without a speed indi- 
cator, but he has set some records just the same. 
Baby John is one of them. He is 13 months old, 
and his father is 68 years. Dickson wrote me a 
letter the other day enclosing what he called a 
“Hardware Age boy.” We are glad to get the pic- 
ture, and if that little kid has many of the store- 
keeping traits of his father we will be mighty proud 
to be his trade paper godfather, and will put him 
on the subscription list as soon as he can read the 
English language, or interpret the child welfare 
spasms of any of our old maids. 

Before John came Dickson made a baby of his 
store. He petted and coddled it as a thing he loved, 
and kept it as spick and span as any nurse ever kept 
her charge. Since John arrived Dickson’s mania 
for dust elimination has increased, and where they 
used to keep it from settling in the Dickson store 
now they chase it out before it gets a chance to 
settle. Afraid of microbes? I asked him when I 
visited the store a few days ago. “Not a bit of it,” 
he answered. “I’m just setting that youngster a 
pace. I want him to know that the essence 
of good storekeeping is cleanliness. I want that lit- 
tle kid to be a hardware merchant, but I don’t want 


$ C. DICKSON has lived in Newcastle, Pa., so 
» 


him to be one of these dubs that spends his life- 
time in a dirty store.” 

If there is a neater store than Dickson’s I haven’t 
seen it, and if there is a young fellow in America 
with more pepper in his system than Uncle Cassius 
I’d cross the country to meet him. 


Essentially a Fighter 


Dickson is essentially a fighter. He fights for 
business like he fights dust, and he fights for prices 
harder still. The “Pittsburgh Idea” is one of his 
pets, and the lawn mower rack, herewith repro- 
duced, is another. He is a charter member of the 
Pittsburgh Price Emancipation Plan, and the origi- 
nator, designer and supervising architect of this 
mower rack. 

“Lawn mowers had kicked around this store un- 
der foot so long,” he said, “that if some of us didn’t 
skin up a shoe on one there was something lacking 
in the day, and if a boy didn’t run one up and down 
the aisle while his mother was shopping we felt 
that our samples weren’t appreciated. That rack is 
built of common lumber, four casters and a bit of 
pipe. It holds ten mowers, and they get a chance to 
stand straight up and talk for themselves as they 
never did in the old days when they kicked around 
the floor. It’s such a simple proposition that it can 
be made by one of the clerks on a rainy day. 


A Shovel Rack Worth Copying 


Dickson has a shovel rack worth copying too, and 
it holds a splendid assortment that Dickson buys 
down somewhere below the price sub-cellar. A few 

















A lawn mower display rack 
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A special stand arranged for the display of 10, 15 and 25 cent goods in C. C. Dickson’s store 


years ago when the monopolists were monopolizing 
everything from sugar to steel some of them lighted 
on the shovel factories. The fellow who supplied 
Dickson went into the combine, and the prices he 
had made Dickson went into the discard. Dickson 
in his anguish said “hold” but they misinterpreted 
his meaning and “withheld” his old price. Dickson 
declared this a hold up, and his rebuttal was a shovel 
factory owned, controlled and operated by Newcas- 
tle people. How that factory was bought by the 
combine, and how Dickson was put on a list with 
the price barons is a human interest story worth 
listening to, but Uncle Cassius says it’s past history, 
and he is more interested now in selling shovels 
than he is in talking costs. 


The Five-Cent Idea 


Five, 10 and 25 cent hardware looks bigger to me 
every time I go to lunch down at the New York 
Hardware Club, because just across the street from 
where I tackle my ham and eggs is the Woolworth 
building. A low collar is the only thing you can 
wear and look at the tower of that building with 
any degree of comfort. It makes other New York 

















A shovel rack worth copying 


skyscrapers look small, and it is a real monument 
to a man who could see more through a dime than 
most of us can through a dollar. There is a place 
for low priced hardware in the modern hardware 
store, but that place isn’t in the shelves or under 
the counters. Low priced goods must sell them- 
selves, or their room is worth more than their com- 
pany. 

Woolworth’s idea is to put this class of hardware 
out on special sales tables, and Woolworth has 
amply demonstrated that he knows. 

Dickson began boosting 5, 10 and 25 cent hard- 
ware when he started buying goods from the Read- 
ing Saddle & Mfg. Company of Reading, Pa. He 
says his success with goods of this price is due to 
the variety and quality they furnish him, and to the 
five special tables he has built for the express pur- 
pose of putting all kinds of low priced hardware 
out where folks can get their hands on it. Notice 
particularly the arrangement for showing ham- 
mers, hatchets and such goods on this home made 
table. It hopped the sales of such goods over 40 per 
cent in Dickson’s store. 

“IT would rather have a clerk who can get good 
and mad than a fellow who always runs even,” said 
Mr. Dickson. “Then I’ll know that if he gets keyed 
up on any particular line of hardware he will push 
it with some energy. I like decided colors just as 
I like decided men. That’s why we use dull black 
and bright yellow on all the drawer and bin fronts 
in this store. Bright yellow letters can be seen a 
long way off when they are painted on a dead black 
background, and when the goods are shifted around 
one sweep of a brush loaded with dull black wipes 
out the yellow letters and makes the drawer ready 
for a new name. Our hands are bound to get dirty 
handling hardware and the dull black doesn’t smear 
up like white or some flossy wood color.” 

Matt Ludlow, Henry Squier and I visited Dickson 
a few days ago, and we gave him a solid vote for 
storekeeping methods that beat the world. Sixty- 
eight years old and on the firing line every day. 
Every kid in town knows him, and he hopes his 
own little chap will become a hardware merchant 
with pride in the looks of his store. So do we, 
Mr. Dickson, and here’s hoping he will. 
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Prepared by Hardware Age Window Trimming Specialists 


be properly considered a mere sales medium. 

When rightly utilized it is more than that: 
it not only sells merchandise, but it also advertises 
the store. Especially does it give the public an 
impression of the store’s policy and one which is 
both direct and enduring. Thus, a window exhibit 
of desirable merchandise, rightly priced and em- 
bodying a striking display idea, besides attracting 
attention, will have an advertising value far be- 
yond what is recognized and appreciated by the 
majority of retailers. 


Tools at $1 


Our window trimming suggestion this week 
shows how you can forcibly feature in a simple yet 
effective way a number of tools which you can retail 
at $1. 

It would be advisable to put in a few real special 
values in order to attract more than ordinary at- 
tention to the price. 

The center display idea in this trim consists of 
a large figure 1 cut from composition board. It 
would be a good idea to outline the figure in black. 
In the upper portion of this figure we would place 
a dollar mark and directly below this the following 
wording: “Any Tool in This Window $1.” When in 
place in the window this figure should be set about 
12 or 14 inches from the floor. This can be ac- 
complished with the aid of two strips of wood and 
a brace for the figure placed at the back. Be- 
ginning in the right-hand far corner of the win- 
dow up about 3 or 4 feet would be built a standing 
platform of strips of wood, covering this with 
cloth, paper or some other suitable material. Next 
you should place in a promiscuous way all the tools 
which you can retail at this price, leaving the sug- 
gestion of a great quantity of tools thrown into the 
window in a studied careless way. 

This display idea is unique from two stand- 


Ty": day is past when the show window can 
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A Window Trimming Suggestion for Dollar Tools 


points, one from the use of the large price ticket 
and the other from the unusual way in which the 
tools are arranged. 


Our Show Card Suggestions 


Most of the progressive newspapers at this time 
are featuring editorially the advantages to be 
gained by swatting the fly. Therefore anything in 
the way of -fly traps or swatters will make a timely 
showing. 

Our first card shows that excellent suggestion 
accompanied with suitable wording for featuring a 
display of fly swatters and fly traps. The illustra- 
tions shown in the left-hand side of the card were 
cut from the advertising pages of HARDWARE AGE. 
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Show Card Suggestion for Screen Door Checks 
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Show Card Suggestion for Fly Swatters 
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The lettering of the wording is all made with the 
Soennecken pen. You will notice that some of the 
lettering is done on the slant and some of it is 
straight, which assists you in giving a variety to 
the general layout of your card. 

Our next card is particularly timely because it 
calls attention to screen doors and screen door 
checks. This card is also embellished by an illus- 
tration taken from the advertising pages of 
HARDWARE AGE. 

Both of these cards are quarter sheets 11 x 14 
inches and done on a white background. It is 
rarely necessary to use a larger card than this 
except when unusually large pieces such as stoves, 
wash machines, and other bulky implements are 
displayed, then you can use a half sheet or a full 
sheet to advantage. 


Deep Cuts in Ice Skate Prices 


gee Union Hardware Company, Torrington, 

Conn., and 99 Chambers street, New York, has 
made marked reductions in the price of ice skates 
for the ensuing season. The new prices, now ob- 
tainable, will be less to the individual skater than 
last year were made to jobbers and will be propor- 
tionately less to the wholesale and retail trade. 

Approximately, a pair of ice skates priced at say 
50 cents per pair for a cheap grade last year, to 
the retail trade, will this year sell for less than 30 
cents per pair, and the reductions cover the entire 
line in more or less the same ratio. 

This will mean increased competition for manu- 
facturers making skates of either foreign or do- 
mestic origin and that ice skate prices will be 
markedly lower than for several preceding seasons. 

The company has just issued its 1914-15 illus- 
trated catalog, pocket size, some of which for sales- 
men only, bound in flexible sheepskin, show both 
o.d and new lines. 

The lever line of skates on pages 2 and 3 is prac- 
tically the same as last year. The foot plates on 
the screw clamp skates, pages 4 and 5, have been 
changed. The full hockey screw clamp skates, pages 
6 and 7, are an entirely new line with the company. 
This is represented by the genuine Canadian pat- 
tern hockey runner and with the introduction of the 
screw clamp makes a most attractive skate. The 
Canadian hockey skates, pages 8 and 9, are made 
on the true Canadian line and to screw on the shoe. 

The No. 52 skate, page 12, is fitted with fibre 
heels and web straps. It is explained that from 
past experience with roller skates, which have been 
most satisfactory, it was decided to use this ma- 
terial on the No. 52 ice skate. 

The women’s line of skates is patterned after the 
men’s, except that the former have narrower foot 
plates and full leather heels, as shown on pages 16 
to 18. 

The women’s full hockey skates on pages 20 and 
21 have narrow foot plates, making them especially 
suitable for ladies’ shoes. 


THE WESTERN RESERVE STEEL COMPANY, Warren, 
Ohio, has been incorporated with a capital stock of 
$600,000, to build a new sheet mill in Warren. The 
Warren Board of Trade will furnish the company with 
a 50-acre site just east of the plant of the Trumbull 
Steel Company. The new plant will consist of six hot 
mills, three cold rolling mills, three roughing mills, a 
galvanizing department and a sheet metal department. 
It is expected that the company will take over the 
Sykes Steel Roofing Company, Niles, Ohio, manufac- 
turer of metal lath. C. G. Thomas will be president 
of the new company. Associated with him in the incor- 
poration are Ira A. Thomas, Charles Fillius, C. E. 
Stevens and others. 
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MILLER LOCK CO. EXPANDS 


Takes Over Nasco Mfg. Company and 
All Its Products 


f Were Miller Lock Company, Philadelphia, Pa., has 
purchased the equipment, patents and good 
will of the Nasco Manufacturing Company of Phil- 








Edward S. Jackson, president Miller Lock Company 


adelphia, and will manufacture the lines which have 
heretofore been made by the Nasco Manufacturing 
Company, which include roller skates, fishing reels, 
watchmen’s whistles, sash fasteners, landing nets, 
etc. 

This transaction becomes immediately effective. 
The machinery and other equipment of the Nasco 
concern have been moved to the plant of the Miller 
Lock Company at Frankford, Philadelphia. 

The Nasco Manufacturing Company has been lo- 
cated at 215 North Second street, Philadelphia. It 
succeeded the National Arms & Manufacturing 
Company when that concern failed a few years ago. 

The same sales organization which now handles 
the Miller locks will sell the new products. It is the 
intention of the Miller Lock Company to make some 
changes in the lines purchased, and a better quality 
of merchandise will be made than has been turned 
out by the Nasco Manufacturing Company. The 
brand, “Nasco,” will remain on all these goods. 

Edward S. Jackson, president of the Miller Lock 
Company, will have the general management of the 
new branch of the business. 


Varick Co. in New Quarters. 


dee John B. Varick Company, of Manchester, 
N. H., has made extensive improvements in 
its building, and its large office force is established 
in new quarters, where the business can be handled 
more expeditiously. 

The present business began as a little country 
hardware store in 1845, on the site of the present 
building. The establishment now covers three 
acres of floor space, and contains every modern 
convenience for doing business. 

Besides its large number of leading lines, the 
company specializes in automobile supplies, carry- 
ing everything used in connection with automobil- 
ing except gasoline and the automobiles themselves. 


E. J. BECKER, secretary, the Cincinnati Hardware 
Club, Cincinnati, Ohio, will issue notices in a few 
days for the annual meeting of the club that will take 
place May 28. The form of entertainment to be pro- 
vided has not yet been definitely decided on. 
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“THE MAN BEHINDTHECOUNTER” 


A Clearing House for Retail Salesmen’s Ideas and Troubles 





“NO MERCHANT CAN AFFORD TO BE 
WITHOUT HARDWARE AGE.” 


Editor HARDWARE AGE. . 

I am taking the liberty of writing to you in 
reference to the new department of your paper 
termed “The Man Behind the Counter.” .. .. .. 

A department of this kind is exactly what 1 
have been waiting to see in your paver for some 
time, and in connection with your “Assistant 
Manager” and “Efficiency” page makes your pub- 
lication one that nobody in business can afford 
to be without. 

The writer of this article states that we will see 
this page about once or twice a month. I am one 
of many (no doubt there are many) who wants 
to see it every week. 

Other than good selling talks written by a man 
who has been behind the counter, I have no sug- 
gestions to make, but will do so in the future if 1 
have any to offer. 

Wishing the “Man Behind the Counter’ and 
HARDWARE AGE continued success, I remain, 

Yours very truly, 


GEORGE J. MILLER. 
Du Mond Van Curran Company, 
Rochester, r; 











We want you salesmen who have helped form 
Store Clubs to tell others about it through this 
department. Write us how you happened to 
form. your Club, and what you have accom- 
plished with it.—The Man Behind The Counter. 


The Value of Salesmen’s Meeting's 


SCHOOL TEACHER, after sixteen years’ 
work, decided that the future in his chosen 
profession was unpromising. He had practically 
no experience in selling goods but decided he could 
learn. After considerable difficulty he obtained a 
position with a manufacturer and was placed in the 
office to edit contract orders. Through this work, 
and by making visits to the factory, he was able 
to learn the various selling talks and the methods 
of handling the business. Neither the technical 
nor the practical knowledge gained from the sources 
mentioned gave him any selling experience, how- 
ever. Yet after a little more than one year in the 
office this man is on the road for his firm and, so 
far, has made good. 
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ATTRIBUTES HIS SUCCESS AS SALESMAN 
TO READING HARDWARE AGE. 


Editor HARDWARE AGE: 


Being a constant reader of HARDWARE AGE, / 
am persuaded to place a letter, as per invitation, 
in your issue of March 19, 1914. 

I am a retail salesman, having gained my ex- 
perience mainly in the hardware and iwmplement 
business in the past five years. 

My hardest sales came as follows: A man came 
into the store and called directly to me that he 
wanted to look at a disc harrow. I did not know, 
at first, how to proceed with him, as he sometimes 
buys on time and pays slow. However, I pro- 
ceeded to show the article and gave the best in- 
formation I possessed—just as if he were going 
to pay cush—and when I had shown him the disc, 
and told him all that I knew about it, he asked 
me the best cash price on the disc harrow and a 
dise cultivator. It was then my enthusiasm be- 
came the highest. I also showed him the disc 
cultivator and never let go.until the sale was 
made. I did not let him get away from me for 
any other customer for I wanted the sale, which 
amounted to $87.50. 

It is my experience that you should hold on to 
a customer until you know there is no possible 
chance to sell him. 

And may I say that reading the HARDWARE 
AGE is one of the causes that 1 attribute to my 
success as it so many times insists on one know- 
ing the article that is being sold. 


Yours “ee 
» L. SMITH. 


Tennessee. 











Each week all office employees of that concern who 
may ever be called upon for road work meet in the 
sample room. Two men are selected for each week 
and required to demonstrate certain products of the 
company before a purchasing committee appointed 
from the members of the club. The others are at- 
tentive listeners. Sometimes a competitor’s prod- 
uct is obtained and one member is delegated to 
“sell” this over the product of-his company. The 
committee makes the award on the merit of the 
goods as shown by the talk of the salesman. Natur- 
ally each one wants to win and these friendly con- 
tests bring out every particle of salesmanship which 
the employes can muster. 

The school teacher-salesman passed through this 
schooling. He was compelled to take his turn with 
finished salesmen, to attempt to “sell” his goods 
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against some of the best men in the company’s 
employ. After a little more than one year he is on 
the road and producing satisfactory returns. 

The large majority of the big firms today have 
similar organizations, and the retail merchants are 
fast taking up the idea. The value ‘is hard to 
estimate. It gives the poorest salesman an oppor- 
tunity to see the best one in action. It brings out 
a mass of selling points which probably no one 
man could evolve, and eliminates selling talks which 
can be riddled by the demonstration of a competi- 
tor. 


In the following article Maurice Shoultes, of 
O. H. Guttridge, Atlantic City, N. J., not only 
discusses the relations of employers to clerks, 
but gives some information of value to the men 
oe are considring the formation of a store 
club. , 


Relation of Employer to Clerk 


MAS* retail hardware dealers do not enjoy the 

full measure of success due them simply be- 
cause they neglect to secure the best co-operation 
from their clerks. Harmony and loyal support be- 
hind the counter will overcome many detrimental 
shortcomings in the management of a business, and 
the merchant who thinks he has a worthless lot of 
clerks and harps about hard times and business 
conditions wants to wake up. Of course, the man 
who complains about bad business and is willing 
to let that condition (imagined or real) down him 
hasn’t spunk enough to keep a set of good clerks 
in his store. A competent and efficient hardware 
clerk is never a “bone head,” and, being constantly 
at the front and coming into personal contact with 
a most vital phase of the business, he must surely 
se@é many wrongs that should be righted and im- 
provements that would add to the @arning powers 
of his house. But, on account of an atmosphere 
of unapproachable superiority or.grouchiness in the 
office, he does not think of mentioning his ideas 
for fear of reprimand. But let the boss throw off 
his garb of greatness and endeavor to be a little 
more human and the result will be astonishing. 
Fast rising costs and diminishing profits are forc- 
ing many merchants to keep the light in their office 
windows burning bright till late hours in the eve- 
ning scheming how they may keep their business 
on a paying basis. Mr. Merchant, here’s a way. 
First take a look in the mirror and see whether 
your countenance has been so twisted into hideous 
frowns that you cannot smile without looking as 
if you were seasick. Get rid of the grouch, culti- 
vate an optimistic frame of mind and get back 
to the time when you were a clerk yourself. 

Tell the boys you are going to have an interest- 
ing meeting of all the employes in the store and 
get them enthused with: the new order of things. 
They will be glad of the chance if you treat them 
right. : | 

Call a - meeting: some evening after the store 
closes. Have a substantial supper served from some 
neighboring restaurant and let yourself out to en- 
joy it. After the table has been cleared and every 
fellow has a good cigar between his teeth, tell the 
meaning of the meeting and organize them into 
kind of a play board of directors. Impress them 
with the idea that all store partisanship has been 
dispensed with during the time of the meeting and 
that each one can have his say about the running 
of the business and submit new ideas as he has 
thought them out. Show them that itis your de- 
sire to be their personal friend and endeavor to 
weld them into a compact, harmonious unit work- 
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ing with you for a better business that is to be a 
credit and help to them all. 

As the meetings progress weekly for the first 

couple of months introduce various means of keep- 
ing up interest. Encourage debating and composi- 
tion writing on subjects pertaining to the busi- 
ness which will tend to educate and instruct them. 
Do not be afraid to let them in on the secrets of 
the business. Trust them and you will find your 
trust held sacred. A good plan to arouse interest 
in sales increase is to read in the meeting the 
amount of cash business done each day of the week 
and compare it with the same days of the previous 
year. ? 
If you are a fair leader of men and can build up 
a co-operative movement in your store that will 
flourish you will find your business increasing at 
the outset. Your clerks will be more interested 
and better salesmen and that along means a great 
deal. It may mean the difference between your 
success or failure. 


MacRae’s Railway Supply Catalog 


bags MacRae’s Blue Book Company, Railway Ex- 
change, Chicago, Ill., and Hudson Terminal 
Building, 30 Church street, New York, has just 
issued Volume V of MacRae’s Blue Book, contain- 
ing 1400 pages, each 11 x 8 inches, with which has 
also been consolidated a railway supply index cat- 
alog. It covers minutely as a buyers’ reference di- 
rectory the products of railway supply manufac- 
turers. 

While not attempting the classification of mer- 
chandise other than that used in the construction 
and maintenance of steam, electric and other rail- 
ways, the diversity in this field is great. 

The book is departmentized, including a compre- 
hensive list of manufacturers of railway material 
and supplies; an index to articles used in the con- 
struction and maintenance of all kinds of railways, 
with the names and addresses of the manufacturers; 
a dictionary of the principal products purchased for 
railroads; a thorough compilation of trade marks 
and trade names; standard list prices of diverse 
materials, commonly bought by railway purchasing 
agents and much miscellaneous data of particular 
interest to purchasing, mechanical and engineering 
departments, including tables, rules, weights, meas- 
ures, etc. 

A prime feature of value to anyone calculating 
complex discounts is the ready discount computer. 
The twenty-four columns give a range from 2% per 
cent. to 90 and 20 per cent., each covering from one 
to four separate discounts, whole and fractional. 
For example, the decimal equivalent of 90 and 10 
and 5 and 21% per cent. equals 0.9166 off, and in a 
parallel column, 0.0834 on, or the net remainder of 
the four discounts. The concentration of names in 
the address section, about 18,000, covering 192 col- 
umns, having from 80 to 125 names in each, give 
also in the more important instances, names of of- 
ficers, chemist, representatives in different locali- 
ties, etc. The trade name section of 170 columns 
gives the trade name of specific articles, both sec- 
tions being of great help to busy people. 

The fact that these two sections are each within 
the limits of one alphabet means that an individual 
can determine instantly whether the name sought 
is or is not there. 

The main section, containing 925 pages, two col- 
umns each, covers classified materials voluminously 
headed and cross headed from “abrasives” to “zinc.”’ 
The section containing standard list prices covers 
156 pages, which include lists universal in their 
character. 
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STARRETT PRIZES AWARDED 






Mills Hardware Company, Hamilton, Ont., Takes First Honors 


HE show window contest which was conducted 
T by the L. S. Starrett Company, Athol, Mass., 
from January 1 to April 1 was one of the 
most interesting sales plans that has ever been put 
up to hardware dealers in this country or Canada. 
The L. S. Starrett : 
Company, as every 
dealer knows, manu- 
factures fine mechan- 
ical tools. Like many 
other manufacturers, 
they appreciate that a 
show window display 
is one of the finest 
ways of stimulating 
sales. The company 
knew that every year 
manufacturers spend 
thousands of dollars 
in getting up show 
window trims which 
are frequently im- 
practical, sometimes 
nonsensical, and many 
times actually absurd. 
The dealer himself 
gets no benefit from 
putting in these dis- 
plays. 

The L. 8S. Starrett 
Company figured that 
this was a chance to 
give the dealer an op- 
portunity to make 
something in real 


Hardware Dealers’ Association, and David E. 
Speare, Jr., chief decorator of Filene’s department 
store, Boston. 

The rules were as follows: 

“No. 1. The window must be originated and 





money by his show The window display by Mills Hardware Company, Hamilton, Ont., which took first prize 


window, besides. the 

profits on sales. Therefore, it was planned that this 
show window contest have four money prizes—$100, 
$75, $50 and $25, respectively. Advertisements in 
all the hardware papers were prepared and ¢circu- 
lars were sent out announcing the contest. Free 
window display outfits were offered to dealers who 
desired to use them in trimming their windows. A 
complete set of rules was gotten up by which con- 
testants were to be guided. 

A jury of awards consisting of competent men 
was selected so that every dealer might feel abso- 
lutely certain of an equitable decision. They were: 
Roy F. Soule, of HARDWARE AGE; James H. Ken- 
nedy, from Hardware Dealers’ Magazine; D. F. Bar- 
ber, from the New England Retail Hardware Deal- 
ers’ Association; Hugh H. Riner, from the National 





dressed by a member of the firm, by an employee or 
by the regular window dresser. 

“No. 2.. The window must contain as its basis 
mechanics’ fine tools taken from stock, and may 
have any shop scenes or typical uses of mechanics’ 
tools or hack saws to add human interest... The 
size of the display is not the deciding factor. ‘’ 

“No. 3. No firm shall receive any help whatever 
from our representatives in the planning or execu- 
tion of the display. 

“No. 4. The display is to remain in the show 
window not less than one week. 

“No. 5. Every contestant must procure a photo- 
graph, at least 5 x 7 in., of his window at his own 
expense and mail a print to us. This is.to remain 
our property, whether or not the window is a win- 
ner. The negative is 
to be sent to us if we 
ask for it. The pho- 
tograph must show 
the display as it is for 
the entire week. If a 
man forms a part of 
the display the num- 
ber of hours he is on 
duty must be stated. 

“No. 6. Photo- 
graphs must be in our 
hands by April 6, 
1914.” | 

As it was im- 
possible for the 


Kalispell Mercantile Company, Kalispell, Mont., captured second prize with this display judges to travel all 
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The third prize winner, trimmed by Western Hardware & Supply Co., Portland, Ore. 


over the country to select the best window, it was 
decided to have the judging done from photographs, 
which each contestant was to furnish. Over 700 
requests for window display material were sent in 
to the L. S. Starrett Company from all over the 
United States, Canada, and several foreign dealers, 
indicating the tremendous enthusiasm which the 
Starrett plan had created. Photographs began to 
arrive soon after the contest was inaugurated, but, 
of course, the big flood came just prior to the clos- 
ing date. The judges got together and discussed 
the merits of the various photographs, making their 
decision on the basis of the probable power of the 
window to sell the goods. After the judges had 
made their decisions they were announced by the 
chairman, Mr. Soule. : 

The winners were as 
follows: 


Mills 
Company, 
Can. 

Kalispell 
tile Company, 
spell, Mont. 

Western Hardware 
& Supply Company, 
Portland, Ore. 

Hazard, Gould & 
Co., San Diego, Cal. 

Duncan & Goodell, Worcester, Mass. 

Alden & Judson, Grand Rapids, Mich. 

H. O. McClure, Tulsa, Okla. 

I. E. Swift Company, Houghton, Mich. 

The Winters Hardware Co., Fremont, Ohio. 

William K. Toole Company, Pawtucket, R. I. 

The Bond Hardware Company, Ltd., Guelph, Cal. 

Adam Becker Hardware Company, St. Paul, 
Minn. : 

San Diego Hardware Company, San Diego, Cal. 

Graves Hardware Company, Springfield, Mass. 

Vonegut Hardware Company, Indianapolis, Ind. 

Photographs of the first four displays are shown 
herewith. 

In practically every case a letter accompanied the 
photograph of the window of each contestant, and 
nearly every dealer expressed satisfaction with the 
results which he got in sales from his display. Many 
dealers found that men who were not mechanics 
were interested to the point of purchasing several 
tools. 

The first four prizes, as already stated, were 
money prizes, the next eleven were photographic 
enlargements of the respective windows of the 
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contestants, while all 
those who did not re- 
ceive prizes will re- 
ceive from L. S. Star- 
rett Company a copy 
of the book, “How to 
Sell Hardware,” by 
Roy F. Soule. This 
was not promised in 
the preliminary ad- 
vertising of the cir- 
cular, but the L. S. 
Starrett Company 
feels that it is a prop- 
er recognition of the 
efforts of those who 
did not receive the 
other prizes, as all 
windows show great 
skill and care in con- 
ception and execution. 


Commends H. A. Editorial 


BARBERTON, OHIO, May 11, 1914. 
Editor HARDWARE AGE: : 


W* wish to commend your May 7 edition for the 

editorial comments. We think it is just in line 
for the work that lies before the Indianapolis con- 
vention, and that it should have its earnest consid- 
eration next week, and as a member of the asso- 
ciation I hope that the mystery will have the scales 
td#ken off and the proper light thrown on same. Let 
us get the manufacturer and jobber and retailer in 
the honest column and difficulties and inequalities 
will melt away. 


Hoping that your representative will have a 





Hazard, Gould & Company, San Diego, Calif., took fourth prize with this display 


pleasant time, and that his personal notes will be 
profitable reading in the first edition after the con- 


vention. Yours very truly, 
THE JOHNSON HARDWARE COMPANY, 
Chas. S. Johnson. 


Chicago Association Meets 


f ean regular monthly meeting of the Chicago Re- 

tail Hardware Association was held on the 
evening of May 8, in the assembly hall of the Hotel 
Sherman. It was decided in future to hold all meet- 
ings at the Hardware Club. 

Lines of roofing paper, stove lining cement, as- 
bestos paper and asbestos cement were adopted by 
the association. . | 

Fred Ruhling made an interesting talk on the 
visit of the buying committee to the plant of the 
Standard Paint Company. 

After the business before the association had 
been transacted the members adjourned to the 
Hardware Club, where a pleasant hour was spent. 
The meeting was well attended. 
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Adjournment of Congress Early in July Improbable 


ASHINGTON, May 18, 1914.—Despite the 
W\ action of the House Democratic caucus in 
approving a legislative program for the 
remainder of the current session limited to the 
appropriation bills and the several anti-trust meas- 
ures, the talk among leaders at the Capitol today 
was that adjournment early in July would be found 
impossible. 


It is believed that the House has delayed rather 


than hastened adjournment by adopting the recom- 
mendations calling for the enactment at this time 
of the anti-trust program. While it may be fairly 
easy sailing for the House to push through the 
various pending bills, the situation is seen to be 
quite different when it comes to the Senate. It is 
realized that a long drawn out discussion is bound 
to ensue in the “Upper House” when this matter is 
brought up for consideration. 

Another factor that is bound to delay the enact- 
ment of the anti-trust legislation is the conflict be- 
tween the two Houses upon this question. There 
exist very sharp differences between the House bills 
and the Senate measure, with a number of radical 
Senators proclaiming that they will never accept 
the proposed legislation of the House, claiming it 
to be altogether too reactionary in many of the im- 
portant provisions. 

On the other hand, the Senate bill is charged with 
being much too drastic in its so-called anti-monopoly 
features. It is feared by many of the Administra- 
tion members even that the legislation, as now 
drafted by the Senate Committee, might prove sev- 
eral degrees too stringent in its practical enforce- 
ment, and act as a boomerang rather than as an 
alleviator of general business conditions. 

Both House and Senate measures have recently 
been sharply criticized by railroad representatives, 
who took exception to the prohibitions against in- 
terlocking directorates and common stock owner- 
ship in different corporations. 

Railroad officials declare that the enforcement of 
the prohibitory provisions would very seriously im- 
pair the proper operation and direction of the great 
railroad systems of the country. They claim the 
various clauses covering the questions of interlock- 
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ing directorates and common ownership of stock 
would be peculiarly burdensome to all large trunk 
lines without being of any practical benefit to the 
public at large. 

In the light of the testimony now being developed 
by Solicitor Folk of the Interstate Commerce Com- 
mission regarding the unsavory operations of the 
New Haven system, it is not believed that these 
protests will carry very much weight. 

Democratic and Republican leaders of the House 
reached an informal understanding yesterday 
whereby: the Administration trust bills will come 
before the House on Tuesday, and will, thereafter, 
have the right of way in that body. No attempt is 
to be made to limit the right of amendment. 

As the bills now stand they contain no provision 
relating to the question of resale price control. 
Neither do they directly affect the average mercan- 
tile establishment, being directed as they are solely 
toward the big millionaire corporations. 
> degereneng credits, or land bank legislation, is prov- 

ing a much harder task than many members 
anticipated when the present session of Congress 
opened. This is indicated in the decision of the 
President and Congressional leaders to allow this 
question to go over until the next session. 

There is almost as much difference of opinion in 
this respect as obtains with reference to the anti- 
trust proposals. Three different propositions for 
the establishment of land mortgage banks are being 
put forward. 

Senator Hollis urges a national land banking sys- 
tem capitalized directly by the Federal Govern- 
ment. Senator Fletcher, and those associated with 
him in collating the findings of the recent Agricul- 
tural Bank Commission, have drafted a measure 
which contemplates the employment of private cap- 
ital only in setting up the new financial system. 
Still another faction in the House are urging the 
use of postal savings bank funds in the institution 
of the so-called farmers’ banks. 

While some of the plans now being advocated are 
obviously quite too ambitious for immediate ac- 
ceptance, it is a settled fact that some sort of 
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modified. farm land bank system will be instituted 
within fhe | ber d near future. 


NHE éountry will soon know whether the Eastern 
railroads are to be granted authority for an 
advance in. freight rates, or whether they are to 
po ey under the current schedules which, it is 

, are proving inadequate to bring in the 
necessary revenue. 

This question of highér freight rates has been 
before the Interstate Commerce Commission in one 
form or another for several years, and every phase 
of it has about been thoroughly threshed out. 

- It is reported as coming from reliable sources, 
and is quite generally accepted as a fact, that five 
of the seven members of the commission are in 
favor of granting the relief desired. The report 
further is to the effect that the definite announce- 
ment will be made on May 25. 

- Whether this increase for which the roads have 
been making such strenuous appeals is to take the 
form of the straight 5 per cent. advance, or an in- 
direct system of relief, is not yet known, though the 
prevailing opinion is that the latter method will 
be pursued. 


FFICIALS of the Treasury Department have 
formulated a scheme to trace all efforts at 
evasion of the income tax law. The Department 
feels assured that many persons liable to the tax 
have purposely failed to make the proper returns. 
The Commissioner of Internal Revenue has just 
taken the first step in forcing complete returns by 
adopting an arrangement to obtain information rel- 
ative to the stock holdings of all citizens and resi- 
dents of the United States, and the amount of in- 
come derived therefrom by each stockholder. 





HE First National Foreign Trade Convention 

has been called to meet in Washington on May 

27 and 28 to discuss the various aspects of the con- 
ditions surrounding American export trade. 

The convention meets under the auspices of the 
American Manufacturers’ Export Association, the 
Pan-American Society of the United States, and the 
Asiatic Society. All the large industrial enterprises 
engaged in the extension of American foreign trade 
will be represented. 

According to the proposed program of the con- 
vention, Edward C. Simmons, of the Simmons 
Hardware Company of St. Louis, will speak at the 
first session of the meeting on present commercial 
conditions in the United States. 


HE “good roads” amendment to the postal ap- 
propriation bill by which it is intended to turn 
loose a lot of Federal money into the country dis- 
tricts will probably be finally accepted by the Sen- 
ate during the week. 

The amendment, however, will likely not carry 
over $5,000,000, whereas the House originally ap- 
propriated the sum of $25,000,000 for the purpose 
of fixing up the country highways. 


SIMON FELDSTEIN, vice-president and general man- 
ager of the American Hardware & Plumbing Company, 
Manila, P. I., has just sailed from New York for 
Manila, via Europe, after a six weeks’ visit to the 
United States, having come by way of San Francisco. 
Mr. Feldstein was married to Mrs. Jeanette Dawson 
Loper, at Philadelphia, May 9. Mr. Feldstein went out 
to the Philippines originally as a volunteer, fifteen 
years ago, with Henry M. Jones, the first president of 
the American Hardware & Plumbing Company, and 
when mustered out became identified with that organi- 
zation. When Mr. Jones sold out his interest in that 
business for nearly a million dollars two years ago 
last month, Mr. Feldstein succeeded him as head of the 


company. 
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Brooklyn Hardware Men Meet 


é Soe Brooklyn Hardware Dealers’ Association, 

Inc., held its monthly meeting Thursday even- 
ing, May 14, in the store of S. W. Cornell, 119-121 
Court street, Brooklyn. Hardware merchants. 
should contemplate that with the prevailing feeling 
only a comparatively few years ago when many busi- 
ness competitors in various lines acted as though. 
mercantile rivals were natural trade enemies, and 
frequently would not recognize each other when they 
met. 

H. A. Cornell, senior partner of the house, in- 
vited his fellow associates, at the last association 
meeting, to meet as an innovation in their store, to. 
look over the premises, note anything of interest 
with reference to store problems, such as sampling 
merchandise, storing stock, maintenance of price 
sheets (which are mounted on thin boards), showing 
cost in symbols, price each, per dozen, hundred or 
gross, varying with quantity purchased, how the cel- 
lar stock is conveniently kept and in tidy condi- 
tion, and other details as aids to good merchan- 
dising. 

The invitation was accepted by a large percent- 
age of the association in the same cordial, fra- 
ternal spirit that prompted the offer, smoking Mr. 
Cornell’s cigars, which were liberally distributed. 
with evident satisfaction. 

So far as the president of the Association, R. J. 
Atkinson, knew, this proceeding established a prece- 
dent among retail hardware men. A vote of thanks. 
was unanimously given to Mr. Cornell in recogni- 
tion of the cordiality which prompted his action. 

It was decided to have the judges of the window 
dressing contest view the different windows en- 
tered for the competition, for which eight cash. 
prizes will be awarded, Thursday afternoon, May 21. 

This committee consists of E. G. Baltz, J. H. 
Kennedy, of the Hardware Dealers’ Magazine, and 
E. H. Darville, of the HARDWARE AGE. The prizes 
are. $5 for the best window, second best $3, third 
$2 and $1 each for the following five. 

The summer outing committee reported progress 
and tentative plans, but nothing final. One sugges- 
tion was an automobile trip to some shore resort 
on the north side of Long Island, a dinner and 
amateur athletics. No effort will be made to in- 


clude others than members, although there may be- 


a few exceptions. 

The annual city clean-up scheduled for the week 
May 18-23, under the auspices of the New York 
Commissioner of Health, S. S. Goldwater, brought 
the suggestion that the occasion might be turned: 
to commercial advantage and profit. The idea was 
to bring out suitable stock necessary in such a 
general clean-up, and by featuring it prominently 
in show windows, accompanied with prices that 
would insure moving the goods, might enable many 
merchants to dispose of some kinds of slow stock 
on mutually advantageous terms. 

Among those present from other associations 
were J. P. Instone, president of the Manhattan 
Association, and J. H. Kohlmeier, its former presi- 
dent. 


PRESIDENT W. P. PALMER, of the American Steel & 


Wire Company, with a party of officers and office em- 
ployes of the company, left Cleveland Monday evening 
for a week’s trip of inspection of the plants of the com- 
pany at Salem, Ohio, Farrell, Pa., Pittsburgh, Rich- 
mond, Ind., Chicago and Gary, Ind. 


PRESIDENT JAMES A. FARRELL, of the United States 


Steel Corporation, who has been abroad for several! 


weeks, sailed May 16 on his return trip. 
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A Phenomenal Definition 


6é we is a phenomenon?” asked one workman 
of another. 

“It’s like this. Suppose you were to go out into 
the country and see a field of thistles growing.” 

““Ves,.”’ 

“Well, that would not be a phenomenon !”’ 

“No, that’s quite clear,” agreed the other man. 

“But suppose you were to see a lark singing 
away up in the sky.” 

“Ves.” 

“Well, that would not be a phenomenon!”’ 

“No, that also seems clear.” 

“But imagine there is a bull in the field.” 

“Ves.” 

“Even that would not be a phenomenon.” 

“No.”’ 

“But, now, Bill, look here. Suppose you saw that 
bull sitting on them thistles whistling like a lark— 
well, that would be a phenomenon.—London Evening 
Standard. 


What’s In a Name? 


MALL Ann’s mother had been disturbed to hear 

her using the word “devil.” “My dear,” said 

she, “that is a word we do not use in polite society, 
and I never want to hear you say it again.” 

She noticed that her admonition was carefully 
heeded. Then on Sunday evening, about two weeks 
later, the mother inquired what the day’s lesson had 
been about. ' 

“Why, mother,” was Ann’s answer, “it was about 
when our Lord was tempted by the—by—by—the— 
the gentleman that keeps hell!”—Everybody’s 


As Amended 


66 OSE,” asked the magistrate, “what made you 
hit the man?” 

“Well, Jedge,” answered the old negro earnestly, 
‘the call me a woolly-headed fool. Wouldn’t you hit 
a man what call you a woolly-headed fool?” 

“No one could call me that,” the Judge answered 
tolerantly. “I’m not woolly-headed.”’ 

“Well, den,” persisted the old darky, “ef he call 
you the kin’ of fool you is?”—Ezchange. 


Tut Tut 


HE frowned on him and called him Mr. 
Because in fun he merely kr. 
And then, in spite, 
The following night, 
The naughty Mr. kr. sr. 
—Ladies’ Home Journal. 


Funny that nobody had thought of that before. 
Dr. Boetker says the “problem of the unemployed 
is not as great as that of the unemployable.” Isn’t 
there a large bunch of truth in that?—Milwaukee 
Sentinel. 
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Following Instructions 


I N one of the recent football games between Yale 
and Harvard a young giant came out of the 
scrimmage looking as if he had encountered an un- 
friendly automobile. Among other superficial in- 
juries his nose was most thoroughly broken. 

The doctors stood in readiness to repair the dam- 
ages, but he absolutely refused their services with: 
‘Say, let that nose alone, and bring me a telegraph 
blank.” 

Thus he remained until a reply came in to his 
wire, when he announced: 

“Now you can go ahead, doc, and follow these in- 
structions—” handing the surgeon the yellow slip. 
The message read: 

“Have nose set Greek. 
Dorothy.”—Everybody’s. 


Do not like Roman.— 


Not as Bad as It Sounds 


bd” Oe husband is a pogonotomist; is yours?” 
asked Mrs. Puton-Ayres, at the reception. 

“Why-er-no,” young Mrs. Bryde stammered, 
confusedly. “Jack really doesn’t care much for 
those scientific studies.” 

Reaching home, the first thing she did was to 
take down the dictionary, when she found that a 
pogonotomist is a man who shaves himself.—Boston 
Transcript. 


A Revised Version 


8 ape predicts a future for the schoolboy who. 
wrote the following terse narrative about- 
Elijah: 

“There was a man named Elijah. He had some. 
bears and he lived in a cave. Some boys tormented: 
him. He said, ‘If you keep on throwing stones at 
me, I’ll turn the bears on you and they’ll eat you, 
up!’ And they did, and he did, and the. bears did.”’- 
—E xchange. 


Unreasonable Demands. 


$$ aF ORS we were married, Henry,” said the. 
young wife, reproachfully, “you. always: 
gave me the most beautiful Christmas presents. 
Do you remember?” 

“Sure,” said Henry, cheerfully; “but, my dear, 
did you ever hear of a fisherman. giving. bait to a, 
fish after he had caught it?’—Ladies’ Home 
Journal. 


Equal to the Occasion, 


AITER—What shall it be, sir, table d’hote or-- 
a la carte? 
Diner—I’ll have ’em both and»plenty. o’ gravy on 
"em. 


Why the price of beefsteak is high: An Illinois 
bank advertises “money to loan. to farmers for feed- 
ing cattle.”—Toledo Blade. 
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PUBLICITY FOR THE RETAILER 


Interesting Letter from Illinois Dealer—Tying Up to Current Topics 
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If you want 





ne 
out buy a 


Parry , Buggy 


The favorite make--They re genuine- 

ly good—Have style and durability 
combined. Made in the biggest bug- 
gy factory in the world. Al styles. 
We are ready to “Show You’’ and 
the Price Is Right. Harness too. 








A CHEAP RANGE 


iS NEVER CHEAP IN THE LONG RUN—BUY THE 

EVERLASTING SATISFACTION WITH EVERY 
QUICK MEAL Steel Range 

The onty one made with a genuine Porcelain Eaamel- 


ed Lining—-Guaranteed. 400 IN USE IN LEBANON 
AND VICINITY. 












Possess the same superior qual. 


‘ities and are recognized as the sai 


of water ie about haf thee L 
ume that others take—aad eS] 
WITH NO MORE OIL. 


Use the Best Grade of Oil 


Tr I 





and Gasoline—We have it 


C. H. Sit Hes €° 


car or delivered to your tank-—15Sc a gal 


C. H. Ste HPSS C° 

















Nos. 1 and 2—Neatly displayed and are easily read 


Nos. 1 and 2 (2 cols. x 6% in. each). We are 
in receipt of a very interesting letter from the 
C. H. Sager Hardware Company, Lebanon, IIl., 
which we print herewith. The letter is replete 
with up-to-date advertising ideas and views and is 
well worth some consideration. Our comments ex- 
plain certain portions of the letter. As will be 
noted, the Sager firm acknowledges the help it has 
received from this department of HARDWARE AGE. 
It is a source of gratification to us to receive evi- 
dence of such whole-hearted appreciation from one 
of our readers as it makes us believe that we are 
not altogether on the wrong track and it spurs us 
on to dig deeper into the publicity problems that 
confront the retail merchant. The letter: 

LEBANON, ILL., April 24, 1914. 
“Publicity for the Retailer,” 
HARDWARE-AGE, New York. 

GENTLEMEN— Your department has been very helpful 
to the writer in preparing copy. You have a knack 
of making helpful criticisms, pointing out the room for 
improvement in the ads sent in for criticism, so we 
are sending you our latest effort. 

You will note we have a full page on the back page; 
this could have been improved with other cuts in the 
border, but we waited over two weeks for new cuts 
from the I. H. Co., and when they didn’t come had to 
use our old ones to get the ad in in season. 

Then we get the value of a full page on page 7 with 
five ads without paying for a full page, as it carries 
nothing else but reading matter and that “country cor- 
respondence”; this arrangement of course came in co- 
operation wit hthe printer and on account of using so 
much other space. 

You will also note numerous short locals, especially 
the two locals on page 5, one asking for a clipped ad 
with a special offer on nails and the other a prize for 
finding the six mis-spelled words, which was quite a 
winner as it made them read the ads. 

We believe advertising pays; also that much which 
is done doesn’t pay. We try to vary our ads as much 
as possible. In the size, shape and quantity of space, 
and in general style. The ordinary space used by so 
many—2-column, 5 or 6-inch—week after week—doesn’t 
get results. Give it to us straight on these ads; we’re 
willing to learn. Yours truly, 

C. H. Sacer Harpware CoMPANY. 

The full page ad referred to occupied the back 
page of the newspaper and was very effectively dis- 
played. On each side of this ad appeared cuts of 
the various farm implements handled by the con- 
cern and the middle portion of the ad was devoted 
to an opening talk which featured local buyers— 
always a good point—a description of the imple- 
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ments as regards general construction; a talk on 
repair service; and a general outline of the com- 
pany which manufactures the implement line car- 
ried by the Sager firm. The text of the ad is well 
handled and our only suggestion would be to trans- 
pose the last portion of the copy so that it fol- 
lowed immediately the opening talk and local ref- 
erences. The full page effect next spoken of was 
secured by arranging five ads (similar to the two 
reproduced herewith) so that they occupied the cor- 
ners of the page being connected by the one ad in 
the center of the page. Such a setting is not the 
usual thing but the large space used by the Sager 
people secured the cooperation of the printer and 
the display was thus made possible. Many other 
dealers can arrange for such a display. The two 
ads reproduced are neatly displayed and are easily 
read—not much matter used in either one. We 
don’t fancy the héading on the range ad as it is 
negative in its suggestion and the hurrying reader 
might misconstrue the whole purport of the appeal. 
The thought is good and can be retained but it 
should not be displayed. The text in the buggy ad 
is well written but is general in nature which per- 
haps is the best way to handle the subject in the 


War Is Hell! 


ES, it is only too true; we were in hopes war times were over. Not so. If we 
could get the land without the inhabitants, well and good. What will we do 
with these 15th century cutthroats. Civilize them, we ought to have more of 
a man to start with. This is the biggest job America ever undertook. 

The “Big Store” has an immense job on its hands. War, War, to the hilt on 
high prices. Wake up, Wake up, see these best goods going, at a great sacrifice. 
We are not ashamed of our prices, we publish them broadcast. The merchant who 
simply meets prices is a poor merchant for the community. He does it because he 
to. 











Without there is a big change in the market the following goods will sell at 
prices named. 
Cane Granulated Sugar, et: eines pode aheeh- abuses deeesesce Te 
Never-Get-Hard Salt, per bbl. . os Cals Cees den Ebedcs ia udedt ew bseRe 
Aa goed a Flour 20 scldin tewn.. ba pduseeen + e060 shook. com: obo egese OSG 
34 inch Elwood Field Fence, perred.. Fane we Wes pd este Vendeeeees 6640 - 6ee ae 
100 Ibs. Red Seal White Lead. . eh Web ChCkidEtCesaceeeadeese enene conse 
We pay 17c per doz. cash for eggs. 
22 Ibs. best Cane Granulated Sugar, get sweet . isiobede apebed souees ote 











This Sale Commences Apr. 27 and Lasts all Week 
We have almost everything in 5 and to cent goods. 





We need al! kinds of room—please oi Me line of Dutch Post Cards, very 


help us out. 
T Burner Oven, glass door, A catcher’ Mits, ‘guar- 
"No, 1 bargain ......-sseees as $2.25 te eat eniieeé pie pve $i. 98 
We will close out our summer under- 200 Bu. best 
wear stock clean, first come first served. oe gy bo anny per ba Inten Oh 
Se ee ee: ae A big line of Fishing tackle and fan 
50. d wany and Drawers, great bar- 33¢ cy reels. 


a ~ Men's Catcher's Gloves, O K 15¢ 


CORO ee) FEHR EOC ee 


ui senta Mie: aamenek ae Wik 10¢ 





Cards, 3 doz. for ........0.s.00% rom nine ES ie ee (5¢ 
12, 
high, all 3 in. stay. have the goods. 
G  proatonicp rage cas rm ee 


en ae ee a 29 


Peeeeeeeeestereereeeeee seeee0 ™” ~~ jf === S@eeeeeeereveseseeteree 64 


Women's black Hose, Peek-a-boo 
kind 





| 
| 
American Field Fence, an immense fo Dt ttn ee 
i i " ory Paints, Varnishes and 
Es 2 is OA "36, 48, 60, 72, an Poultry a See needs painting, we 
| 


eee eee e = Fe Hees 


Sa er Se ee 25¢ 


veqoesscesesgsooseonsa yg -@# senscoeoceseooseus ef 
eteereeee 


The “Tig Mere” jest greene under 50c every day work Shirts, good 43¢ 
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never was loaded Wearing fO0dsS .......ccsecssees 

i” 6p as at this very minute. ao ize screen, B lack, 20, 24, 26, 28, 

| Men's silk Socks. the §0c kind 29¢ 80, 32, 34, 36, 38, 40, 46 and 48 inches. 

BRR oene ccccccenecscetocccceces, We have the goods. 

= Pasties te eee a 
MT ccccccsoeeccecesesees sesees 

lices, at unheard of Extra egetable Brushes 

| $5.08 ove hide beg, Gah at 2 rx" $3.98 for —— sieaien pe 2 tae BE 5¢ 
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Fox’s “The Big Store” 


No. 3—Fox generally manages to tie up to something 
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Never before, in the more than 30 aia 
of Its History, has the Leadership and Su- 
premacy of the DE LAVAL CREAM SEP- 
ARATOR been so firmly established as it 
is today. : 


tor “Wonders” come and Separator “Prodigies” 

go, but the Record of the DE LAVAL, ever since its intro- 
duction over thirty years ago as the WORLD’S PIONEER 
CREAM SEPARATER, has been one of Steady Progress. 

A few costumers Have been fooled by the claims of the 
“Just As Goods” that have come and gone, or are going, 
but the dairy-man who has had the sound amps cong to 
“pin his faith’ to the old, reliable, tisfaction 
LAVAL has invariably been the most successiul in ‘the “use 
of cream separators. 








No. 12 DE LAVAL 


ACTUAL CAPACITY 450 LBS. Equal to 600 Lbs. 
“claimed”’ capacity in some makes of separators. 


PRICE $75.00 


No. 15 DE LAVAL 


ACTUAL CAPACITY 675 LBS Equal tw 850 Lbs. 
‘‘claimed”’ capacity in some makes of separators. 


PRICE $90.00 
$5.00 Cash Discount 


Exchange Allowance 
For Your old DE LAVAL or any other 
make. It wil] Pay You to Investigate. 


F. J. Rosenwald & Son 


BELLINGHAM, MINNESOTA 























No. 4—A good selling ad 


limited space. We would have used a smaller size 
type, however, eliminated the reference to auto ac- 
cessories and used the space gained for a brief de- 
scription of the buggy. The two locals referred to 
were reading notices run in the news portion of the 
newspaper. The local on nails reads as follows: 
“Clip one of our ads from this copy of the Adver- 
tiser, bring it in with 25 cents and get 10 pounds 
8d nails. SAGER’S” The iocal on the prize is 
worded thus: “BOYS. One word has been purpose- 
ly misspelled in each of our six ads in this paper. 
Find them and get a Spalding baseball FREE. 
Bring in this paper and show us. SAGER’S” The 
misspelled words in the two ads reproduced are 
“haf” for “half” in the range ad and “al” for “all” 
in the buggy ad. 


Following the War News 


No. 2 (6% in. x 13 in.). The advertising of the 
Fox store always seems to strike a popular chord. 
In his introductory talks Fox generally manages to 
tie up to some thing of :nterest whether it be local 
or national. In this ad, General Sherman’s immor- 
tal words are given startling prominence and the 
follow-up shows that Fox, like a great many of us, 
believes there is a great big job for us in Mexico. 
Note in the second paragraph how easily the talk 
blends into the real subject matter of the ad. Of 
course, the heading of this ad does not suggest the 
purport of the ad but we feel this is partly offset 
by its news and reading value combined with the 
opening talk. 

Good Separator Talk 


No. 4 (3 cols. x 9% in.). Excellent prestige copy 
is the feature of this ad sent us by F. J. Rosen- 
wald & Son, Bellingham, Minn. The De Laval sep- 
arator is given a first-class send-off and the length 
of time the separator has been on the market seems 
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to bear out the contentions made. The neat illus- 
tration and the two specific values listed round out 
a good selling ad which should have produced re- 
sults in the shape of De Laval sales and prospects. 


A Heart-to-Heart Talk with Customers 


We print herewith a letter received from the 
Buchanan-Lyon Company, Campbellsville, Ky. This 
letter is worthy of careful reading: it shows how 
a hardware dealer can write a word of appreciation 
and combine with it interesting news of the store 
and its policies together with a direct appeal for 
continuance of trade. The letter speaks for itself 
and is worded as follows: 


My Dear FRIEND—It has been a personal desire that 
I might have the pleasure of extending to you my sin- 
cere thanks for the many favors that you have shown 
to me since I have been connected with the firm of 
Buchanan Lyon Company. I realize that it is the com- 
bined interest of my friends that has helped me make 
good with this splendid firm. 

My experience with them, thus far, has proven to 
me that their strict business principles has merited the 
prestige that they now enjoy throughout this country. 
I know that they buy goods strictly on a cash basis 
and in quantities that no other concern does. In fact, 
there are only two concerns in Kentucky, one at Owens- 
boro and one at Lexington, that buy in proportion to 
my firm. 

They have already unloaded 16 carloads of goods 
since the first day of January, and one-fourth of the 
year is not yet passed. Besides, the freight agent will 
tell you that they are the heaviest receivers of local 
freight at our depot. 

It is certainly gratifying to me that I have the privi- 
lege of being eonnected with a firm that is progres- 
sive and looking after the interests of their patrons 
like the Buchanan Lyon Company and it certainly is 
a pleasure to me to meet one of our customers and 
have them tell me that the implement did far better 
than I said. 

My firm has gone on the theory that prices alone 
will win only temporary favors, while quality, price 
and service combined would establish a permanent busi- 
ness and at the same time a business that will reflect 
great credit to their name. 

Since I have been with them there has been a 
steady increase in their volume of business each year 
and they have enjoyed a very substantial business from 
my friends, which I feel to some extent I have helped 
secure through the loyalty of my friends. Therefore, 
I am ready and anxious at all times to reciprocate the 
favors shown me by serving you in any way that I 
may. 

Remember that the latch string to the door of The 
Buchanan Lyon Company always swings on the outside 
to my friends, and I will be glad to welcome you at any 
time. 

With highest esteem and kindest regards, I am, 

Your sincere friend, 


R. J. LYon. 


To Sell Ingot Iron Abroad 


EORGE H. CHARLES, director of sales of the 
American Rolling Mill Company, of Middle- 
town, Ohio, has just returned from Manchester, 
England, where he closed a contract with two of the 
largest iron and steel concerns in England, the 
Shelton Iron & Steel & Coal Company and Richard 
Johnson & Nephew, for the right to use American 
ingot iron. The firm has not made much effort to 
push the sale of its ingot iron abroad, as it has been 
busy developing a large plant and is now turning 
out 165,000 tons a year and has over 2500 em- 
ployees. American iron and steel manufacturers 
regard the deal as most significant, inasmuch as 
British iron and steel makers have been slow to 
adopt American methods in their plants. 





























KDITORIAL COMMENT 


The Fine Outlook for the Crops 


IN the presence of many unsatisfactory fea- 

tures of the business situation, there is sub- 
stantial cheer in the prospect of a great wheat 
crop, according to the estimates of the Depart- 
ment of Agriculture. The promises of a crop 


of this most important cereal, which will break 


up all records, is sufficiently inspiring to give 
renewed courage in grappling with existing 
difficulties, and in pressing hopefully forward 
towards the better state of things, which must 
come, and may come soon, out of the confusion 
and disturbance which make business slug- 
gish and its rewards uncertain. 

Over against the difficulties and problems of 
the situation,—wars, and rumors of wars, the 
foolishness of legislators, unsettled questions of 
governmental policy, the development of class 
antagonism, grave constitutional questions, the 
penalties of extravagance, mismanagement or 
wrong doing, the necessary slackening of too 
rapid a pace—may be set the splendid outlook 
for the crops at this time. This is the one bright 
spot in the picture. Here is an influence, it 
hopes are even in good measure realized, which 
will make the wheels of industry revolve more 
briskly, and give new volume to the currents of 
trade. As an encouraging feature it should be 
made the most of. 

The first work of this fine outlook is to rebuke 
the spirit of distrust and hesitancy, and give 
to our people, and especially our business men, 
so many of whom are taking too gloomy a view 
of things, a new spirit of confidence. They 
should cheer up. It is a wonderful country, 
and even when difficulties are appraised at their 
full value it cannot be denied that we are enjoy- 
ing, and are pretty sure to continue to enjoy a 
splendid prosperity. It is well for us to turn 
over in our mind the fact that there are at 
this time, after a winter killing of less than the 
usual extent, more acres of winter wheat under 
cultivation than ever before, and that indica- 
tions point to a harvest of 630,000,000 bushels 
of this cereal, the largest in the country’s his- 
tory. It is well also, beside remembering these 
things, to talk about them with one’s neighbors 
and customers. 

The central fact in all this is perhaps the 
wealth of the country, the manner in which 
the farmers are adding to the general pros- 
perity, together with the grand persistence and 
bounty of nature, and the kindliness that re- 
sides in it, or back of it. It should not be for- 
gotten, however, that in the~present hopeful 
condition of agriculture, the human element 
enters. Man has not been idle. The cultiva- 
tion of more than 36,000,000 acres involves the 
putting forth of a tremendous amount of effort, 
and the expenditure of immense labor, which 
fortunately is likely to have ample reward. 

One of the significant things which has its 
practical lesson for merchants and manufactur- 
ers is that not only does this crop promise to 


be record breaking, but it is to come from a 
greater number of acres than have ever before 
been under cultivation in the country. This 
means that there has been the entrance by the 
farmers on new fields, the subduing of new soil. 
the reaching out for a larger fruitfulness. And 
yet many merchants and business men of all 
classes are content to go along in the well wor). 
path, lacking the courage and initiative to culti- 
vate new ground. Their business may indeed 
be regarded as fenced in. 

The increased acreage in winter wheat is cer- 
tainly suggestive and stimulating. It is worth 
thinking about. There is something, too, to be 
learned from it. 


New Perils for Association Movement 


THE hardware trade is, we believe, justified 

in boasting that it is the best organized 
branch of business in the country. With as- 
sociations in nearly all the states, it culminates 
in the National body and is constituted of dele- 
gates usually men of position and ability who 
represent the various associations, and thus the 
trade in every section. This position has been 
attained after a score of years of hard work, 
beginning with comparatively slow growth, 
until the past few years when its progress has 
been more rapid. In the trade thus organized 
there is evidence of a disposition to exult in the 
numerical strength and the thoroughness of 
the organization, and to regard, with com- 
placency, the thousands of hardware merchants 
identified, and many of them heartily and en- 
thusiastically, with the movement. Congratu- 
lations, if not complacency, are certainly in 
order, for it is an imposing array, and a fine 
organism. 

Passing the question to which we alluded in 
a recent issue as to what the organization is to 
accomplish, or even to attempt to. accomplish 
for the substantial benefit of the trade, it should 
be borne in mind that there are perils directly 
connected with and resulting from its bigness, 
perils which did not assail it in the days and 
years of its weakness. 

For example, with the growth and complete- 
ness of the organization there is obviously a 
greater responsibility. Questions affecting the 
interests of the trade come to the front, and 
must be considered in the counsels of those in 
charge of affairs. They cannot be put aside as 
in the old days. The problems which have to 
be faced are more numerous and are likely to 
have a way of calling out differences of opinion. 
With a successful organization difference of 
opinion is more apt to result in divided counsels, 
which may threaten the harmony of the move- 
ment. Then, too, success brings a larger meas- 
ure of financial strength, which is attended with 
certain perils, of which the associations knew 
little in the days of their poverty. In times 
when it was uphill work to get things moving 
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at all, office and responsibilities did not present 
temptations to ambitious but busy men, while 
with a large and successful organization it is 
to be expected that sooner or later place seek- 
ing will have more or less of a part among the 
membership, with the development possibly of 
jealousy and discord. 

Some of these influences may perhaps make 
themselves felt at the approaching meeting at 
Indianapolis, but it is to be hoped that the 
spirit of conservatism and harmony and sincere 
good fellowship, which has characterized the 
management of the associations, thus far will 
continue, and that it may be feasible to dis- 
cover openings for. increased activity and 
broadening usefulness, without entering on too 
difficult or uncertain a pathway. 


Postmaster Cultivating Parcel Post 
Business 


A CORRESPONDENT who watches closely 

the course of things in the trade, and takes 
an intelligent interest in the various problems 
that arise, calls our attention to the activity of 
the postmaster of an Eastern city in cultivating 
parcel post business. The efforts of this enter- 
prising official is to encourage direct dealings 
between the farmers and the families residing 
in the territory served by his post office. The 
course suggested, which, it is believed, is to be 
credited to the Postmaster General, is to obtain 
information from the farmers as to their prod- 
ucts which might be delivered by the mail to 
consumers in territory sufficiently near to per- 
mit this being done to advantage. This involves 
two steps: First, getting the names of farm- 
ers and advices from them as to what they have 
to sell, and then putting the people in possession 
of this information, by giving them the names 
and addresses of the farmers, and the especial 
goods which they are desirous of thus dispos- 
ing of. 

To carry out this project, ostensibly serve the 
public and certainly increase the activity of 
the parcel post, it is said that 100,000 circulars 
were sent out to farmers in that vicinity, in- 
cluding a good many in adjoining states, asking 
to report what products they have for sale 
which may be shipped by parcel post. When 
the requisite information is thus obtained a 
pamphlet will be printed for general distribu- 
tion, so that those receiving it may communi- 
cate with any of the farmers named, and per- 
haps find the way open for the purchase of 
their goods. The hope expressed is that eggs, 
poultry, vegetables, meat, small fruits, and 
other products can thus be brought within the 
reach of the consumers, without going through 
the ordinary channels of trade. 

This is a significant and suggestive attempt. 
It raises a good many questions, and opens up 
lines of thought which lead far from the small 
kind of business to which it is proposed to 
apply it. Among other queries the following 
promptly suggest themselves: 
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Something along this line is pretty sure 
to develop even without direct encourage- 
ment from the Government. The parcel 
post law with a gradually increasing limit 
of bulk and weight is going to make 
changes in the methods of distribution. 

There are obviously difficulties in the 
way of the purchase of farm produce by 
consumers at a distance. If the farmers 
should take to the project heartily and in- 
telligently, and raise the right kind of 
stuff, and give honest and business like 
treatment to their customers, the business 
might grow to respectable dimensions and 
make the life of the retailers a little more 
difficult. 

It is likely, however, that there will still 
be a place for the retail merchant. Their 
business, though curtailed, will survive, 
and with wisdom and energy on their part 
may, we believe, under favorable conditions 
be prosecuted successfully. 

Grave questions of fundamental govern- 
mental policy are suggested by the attack 
on existing business methods, and on the 
great body of merchants throughout the 
country. A revolution in the channels of 
distribution may involve changes, which 
even the government might regret. The 
zreat body of retail merchants have a most 
important place in the economy of business, 
and their disappearance would be a calam- 
ity. The wisdom and even the right of at- 
tacking them by the government is at least 

questionable. 


Selling Goods Simply 


D ID you ever go into a big department store, 

make a thirty-nine cents purchase and 
then wait forty-five minutes for your eleven 
cents change? 

If you have you must also have congratulated 
yourself upon owning such a superior store in 
Jonesville. 

Big department stores strive earnestly from 
day to day to give the customer superior serv- 
ice. They have special hands in charge of this 
part of the business, but thus far none of them 
has developed a service for selling goods simply, 
quickly, easily. 

It takes too long to get through with the red 
tape. 

It certainly is very aggravating to the aver- 
age customer to spend three minutes in mak- 
ing a selection and thirty minutes in getting 
back the package. The only customer of the 
big store who does not suffer this inconvenience 
is the one who has it charged and sent. 

A department store that can evolve a system 
whereby customers can be served quickly as, 
for instance, the customer in a little corner 
room furnishing goods store is served, would 
increase the sales to a great extent. 

Blessed is the store that can sell goods 
simply. 
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Trade Conditions and Iron, 






Steel and Hardware Prices 





The weakness of the wire nail market for 
the past week results in a decline of 5 cents 
per keg. 

Sentiment in the steel trade slightly better. 
Sales managers report indications of a buy- 
ing movement in the near future. 





MARKET SUMMARY FOR THE BUSY READER 


Barb wire $1.00 a ton lower due to keen 
competition in certain districts. 

Demand for fence wire fairly good. Prices 
only fairly strong and have gone off about 
$1.00 a ton. 








PITTS 


Office of HARDWARE AGE, 
Pittsburgh, May 18, 1914. 


OR the first time in some weeks we can report senti- 

ment in the steel trade is slightly better. This does 
not mean that the mills and manufacturing plants are 
getting any more orders than before, but sales managers 
of several large steel mills have said in the last few 
days that they can see indications of a buying move- 
ment in the near future. It is known positively that 
stocks held by jobbers and consumers are very badly 
depleted and it will likely be only a short time until 
these have to be replenished. It will be recalled that 
early in February there was quite a buying movement 
in nearly all lines of finished iron and steel and pig 
iron as well, consumers covering their needs several 
months ahead. It was at this time that one of the lead- 
ing makers put its minimum price on plates, shapes and 
bars to 1.25c., but it developed later that this buying 
movement was only temporary, and the concern in ques- 
tion was unable to maintain this price of 1.25c. and had 
to come down and meet the figures of its competitors. 
The feeling is pretty strong that in June there will be 
a buying movement, but how far it will extend is a 
question. The fact that the railroads are not buying 
anything absolutely precludes any danger of the mills 
getting filled up to the point where they cannot make 
prompt deliveries. It also means that no considerable 
advance in prices can take place. In view of this, 
should a buying movement develop in June it will prob- 
ably be only to meet current needs, as it is not believed 
that jobbers or consumers will buy ahead for more 
than a month or two on account of the existing unsatis- 
factory conditions. Those in the trade that are well 
posted do not believe any permanent betterment in the 
steel and allied trades can come until the Mexican situ- 


- ation has been cleared up and out of the way and a de- 


cision reached in the railroad freight case. 

Gossip is quite plentiful that the Interstate Commerce 
Commission will hand down its decision in the freight 
rate case this month, but this is only surmise. As an in- 
dication of how the railroads are holding back in mak- 
ing purchases we can state that one leading railroad 
has requisitions made out and passed for the purchase 
of close to $70,000,000 worth of equipment. These req- 
uisitions include a large number of steel freight cars, 
steel passenger cars, engines, steel rails and other 
equipment. The purchasing agent of this particular 
railroad has stated that these requisitions are being held 
up and will be held up until the decision is reached in 
the freight rate case. This is only one of probably 
many similar cases that exist, and shows conclusively 
that the railroads are playing the game of politics and 
are holding back the purchase of material which they 
need very badly. 

The situation in the local jobbing and retail hardware 
trade is only fairly satisfactory. One leading jobber 
in this city states that current orders are fairly plenti- 
ful, but they continue to run for only small quantities 
and that it takes a great many of these orders to aggre- 
gate considerable tonnage. Retailers and consumers 
feel that prices cannot be advanced while present condi- 
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tions last and new buying is largely from hand to 
mouth. However, the situation while bad enough has 
its bright spots. One of these is that the outlook for 
bumper crops this year is fine and the fruit crop prom- 
ises to be enormous. If this is realized it means a 
heavy consumption of tin plate, glass and other mate- 
rials that are used in packing fruit. 

Prices are fairly strong, but no declines have taken 
place in the past week. The financial situation is good, 
the banks having plenty of money and rates of interest 
are low. Outside work is now going on vigorously, and 
this is being felt in a little better demand for sheets and 
other lines of finished material that are used in build- 
ing operations. The situation is not satisfactory, but it 
is believed it will be only a short time until it shows 
some betterment. 





WIRE NAILS.—The weakness in prices on wire nails 
and wire products in general, which has been referred to 
in this report for some weeks past, has resulted in quo- 
tations being sent out by the mills that mean a decline 
of about 5c. per keg. The mills report that specifica- 
tions against contracts placed some time ago on the 
$1.55 basis are fairly good. 

We quote wire nails as follows: in carload lots, $1.55 to 
$1.60 base; f.o.b. Pittsburgh, freight added to point of de- 


livery. Jobbers charge the usual advances over these prices 
for small lots from store. 


Cut NAILsS.—The new demand is mostly for small 
lots to meet current needs. Specifications against con- 
tracts are not coming in very freely and prices are 
only fairly strong. 

We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.o.b. Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 

BARB WIRE.—The season is pretty well over and the 
new demand for barb wire is quiet and only in small 
lots. It is probably that there will not be much new 
business in barb wire until later in the year. Prices 
are about $1 a ton lower, due to keen competition by 
mills in certain districts. 

We quote painted barb wire to jobbers, $1.55 base; galvan- 
ized, $1.95 in carloads to jobbers, usual terms, freight added 
to points of delivery. Jobbers charge the usual advances for 
small lots from stock. 

FENCE WIRE.—The new demand for garden and 
poultry fencing is fairly good, but for farm fencing is 
quiet as farmers are now engaged in getting the ground 
ready for their crops. Prices are only fairly strong, 
and have gone off about $1 a ton. 

Prices in effect are as follows: Annealed fence wire in car- 
load lots to jobbers, $1.35 base; galvanized, $1.75, with the 
usual advances charged to jobbers for small lots from store. 

Tin PLAtTE.—For the past two or three weeks speci- 
fications on contracts for tin plate have not been very 
active, but in February and March very heavy specifi- 
cations were placed by the can makers and meat pack- 
ers, and the mills are now working largely on these 
specifications. The new demand is only fair and for 
small lots to round out stocks of certain sizes. ,A fairly 
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heavy buying movement in tin plate is looked for in 
June, and shipments by the mills are heavy. 


We quote 100 lb. cokes at $3.30 to $3.40 and 100 lb. ternes 
at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 


IRON AND STEEL Bars.—Mills continue to report that 
the new demand for both iron and steel bars is quiet, 
and mostly for small lots to cover actual needs. Con- 
sumers are not buying ahead, believing that prices will 
not be higher in the near future, and specifications 
against contracts are only fair. We note a continued 
good demand for steel bars for reinforcing work, and 
mills making them are having an active business. 


We quote steel bars at 1.15c. to 1.20c. and common iron 
bars at 1.30c., f.0.b. makers’ mills, Pittsburgh. Regular ex- 
tras for twisting reinforcing steel bars over the base price are 
as follows: %-in. and over, $1; % to 11/16 in., $1.50; under 
% in., $2.50 per net ton. These extras are not always ab- 
served and mills that roll steel bars from old rails sometimes 
entirely omit them. 


Nuts, BoLts AND Rivets.—As a rule makers of nuts 
and bolts are operating only to 50 to 60 percent. of 
capacity, and in a few cases probably less. The new 
demand is quiet and mostly for small lots. Makers of 
rivets also report that new demand is dull, and prices 
are not very strong, having gone off about $1 a ton. 


We quote button-head structural rivets at 1.60c. to 1.65c. 
and cone-head boiler rivets at 1.70c. to 1.75c., in carload lots, 
an advance of about $2 a ton over these prices being charged 
for small lots. Terms, 30 days net, less 2 per cent. for cash 
in 10 days. Discounts on nuts and bolts are as follows in 
lots of 300 Ib. or over, delivered within a 20c. freight radius 
of makers’ works: 


Coach amd Imm SCTOWG, 26. cccccccccer 80 and 5% off 
Small carriage bolts, cut threads........... 80% off 
Small carriage bolts, rolled threads....80 and 5% off 
ee GUO WOU occ cc acccccccorves 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
Levee ween We. . oo ska os dane 5 and 10% off 


Machine bolts, c.p.c. & t nuts, small........ 80% off 
Machine bolts, c.p.c. & t nuts, large....75 and 5% off 
Square h.p. nuts, blanked and tapped... .$6.30 off list 
Hexagon nuts $7.20 off list 
C.p.c. and r sq. nuts, blanked and tapped. $6.00 off list 
Hexagon nuts, 5 and larger........... $7.20 off list 


*oerervreeveeeeeeeeeneeneenseeeeees 


Hexagon nuts, smaller than % in...... $7.80 off list 
Re ee en ede em $5.50 off list 
OS ere $5.90 off list 


Semi-fin. hex. nuts, % in. and smaller, 

, 10 & 10% off 
Semi-fin. hex. nuts, % in. and larger....85 &5% off 
Rivets, 7/16 x 64%4, smaller & shorter. .80,10&5 off 
Rivets, metallic tinned, bulk...... 80,10 and 10% off 
Rivets, tin plated, bulk........... 80, 10 and 10% off 
Rivets, metallic tinned, packages. ..80, 10 and 5% off 
Standard cap screws 70,10 and 10% off 
Standard set screws.............. 75,10 and 10% off 


STANDARD PipeE.—One of the leading pipe mills in 
this city recently made a careful canvass of the situa- 
tion west of Chicago, as far out as the Pacific coast, 
and reports that it is very favorable. Large orders 
are expected within a short time for line pipe for oil 
and natural gas developments in the West. The new 
demand for merchant pipe is fairly active, and for 
locomotive tubes is showing some betterment, but mer- 
chant tubes are still very dull. 


eT eee 8@ 8ee28 888 


The following are the jobbers’ carload discounts on the 
Pittsburgh basing card on steel pipe in effect from April 20, 
1914, and iron pipe’'from June 2, 1913, all full weight: 


Butt Weld 
eel. ron, 
Inches Black Galv. | Inches Black Galv. 
k%, 4% and 73 521% 6 GRE Bees ccs 66 47 
a rer 7 6614 é< neep aera wean en 46 
eee We ee gn 71% OU ante swine 69 56 
7 OO 29 vices 72 61 
Lap Weld 
ae 77 2 SE Be Pare 56 45 
co 3 5 ae: 79 RP See 67 56 
SS See 76 . ee NER Pe ees 68 5 
oe Oe: 86 ks 53 | . a gs ery ers 70 61 
Reamed and Drifted 
3 te 3 beet. .... 78 69% | 
SO Eee 75 6614 | 
2% to 6, lap 77 68% 





Office of HARDWARE AGE, 
Chicago, Ill., May 18, 1914. 
O change for the better can be noted in business 
conditions existing through the central west. 
Orders continue to be confined to immediate require- 





Butt Weld, extra strong, plain ends 


%, 4 and % 68 57% WR ios okie atan § 63 52 
De dich Hkh eh Oeee 4 7 6614 RY Ak lh ot Soke el 67 60 
We 2M scic 77 T0% , eS YF oC ae 71 62 
S tons oo ew as 78 71% 3 Mme Be ss wc os 72 63 
Lap Weld, extra strong, plain ends 
paddies ba saeco es 74 65% Se sae Wet iw os 6 ae 
Sf, aero ee 76 67% Ee ee ee 66 58 
rk 3 eae, 75 66%, ., & # See 70 61 
cg Pere res 6 57% ae - GS 2st ces. 69 60 
B Ww are 63 52% Sees O. < sles es 63 53 
iB '% . gestripetee 58 47 
Butt Weld, double extra strong, plaih ends 
Det . basin o Samsinwe 63 5614 a allt os tat ae 57 49 
% to 1% ec eeveee 66 59% yy, a, a 60 52 
if} | ese ieee 68 6114 2 and 2% ..... 62 54 
Lap Weld, double extra strong, plain ends 

natal a Sn aaa 64 57% Pr ors ae 49 
. BS Reese 66 59% errs 60 54 
Se Se 65 58 Ge OOS akvondes 59 53 
Sera « éxnaneane 58 47 tS Ue Wa dis Oe we 52 42 


To the large jobbing trade an additional 5 and 2% per cent. 
is allowed over the above discounts. is , 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILeER TuBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, are as follows: 


Lap Welded Steel 


1 OO: BWR ix s Scere Kn od Bets erie see 

i Dh ‘Rien eheeelewee keen 59 | 1% and 2 in..... 49 
2% and 2% in.........-. 65 Se 45 
i ee Os 6a o' e ee aes 70 Se OG Bn aes és enced 54 
3% and 4% im.......... 72 and 3% in 57 
& 83 = Aeros 65 3% to 4% in 60 
So Ee Ra ae on ies we KER 62 ~ f E ere 49 


Locomotive and steamship special charcoal grades bring 
higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River; lengths 
over 22 ft., and ail shipments going west of the Mississippi 
River must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. 

SHEETS.—Mills report there is no improvement what- 
ever in the new demand for black and galvanized sheets, 
but roofing and electrical sheets is fairly active. The 
mills report that the demand for special sheets used 
by automobile builders for bodies, mud guards and 
running boards is not very active, only three or four 
of the leading automobile builders buying anything 
like the usual quantities of sheets. Owing to the low 


prices of spelter, prices of galvanized sheets have gone 


off about $1 a ton. 


Makers’ prices for mill shipment on sheets at U. 8S. Stan- 
dard gauge, in carload and larger lots, on which jobbers 
charge the usual advance for small lots from store, are as 
follows, f.o.b. Pittsburgh, terms 30 days net or 2 per cent. 
cash discount in 10 days from date of invoice: 


Blue Annealed Sheets 


T30 to 1.36 
i a i le ee lie Gees 29 tol. 

hae 9 to ai oar ale a ne a a ee eae ele 1.35 to 1.40 
Gen 9 9 meee Se.) ng Pde bb Cees We ams 1.40 to 1.45 
OS Sy i oe ae ae ae 1.45 to 1.50 
NO Be BOs ok 62s cdaed Scho we Che ROO 1.55 to 1.60 


Box Annealed Sheets, Cold Rolled 
11 


Biete 2 me Oe big Coates evan is uaceweta 1.50 to 1.55 
5 oy 12° PIES PA BE SERRE RI IEA 1.50 to 1.55 
ee ee ene 06.68 bm wen 6 ee Ome 1.55 to 1.60 
Oe Oe ee Ms. o hols «ws 0:ba sb 6 bb CARO EE 1.60 to 1.65 
ES eae eee ys eee 1.65 to 1.70 
ee ee er oo. pcb emheenamensaes 1.70 to 1.75 
Ge Se ers sg. 6c ke 55 haa € bie. 6 dds 0 1.75 to 1.80 
i ee tie tad «5h ie a de aa ee ae 1.80 to 1.85 

ee 4e ie wkd eae ERM ODER YEOOES 1.85 to 1.90 
ST. ie spe beds coe ee aes cbmiaeene 1.99 to 1.95 
a6 > ae babe ne hae os Cee 2.00 to 2.05 


Galvanized Sheets of Black Sheet Gauge 
Cents per Ib. 


hs Se ee. ial Glare wa 1.80 to 1.85 
mae Bes 6's 3's a etter 


ments and the quantities specified are invariably small. 
On lawn mowers and other garden implements a fair 
trade is being enjoyed and re-orders are coming in reg- 
ularly. The majority of this business, however, seems 
to be going to the jobbing trade, indicating that mer- 
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chants who have formerly purchased in quantities war- 
ranting direct shipments are showing a more conserva- 
tive spirit. 

The one bright spot in business conditions is the crop 
outlook. At this time excellent yields seem almost as- 
sured and this is causing some optimism. The opinion 
is advanced, however, by the representative of a leading 
Missouri jobber that retailers and consumers will pro- 
ceed carefully until the harvest is more definitely as- 
sured than at present. It is pointed out that the 
droughts of last year upset calculations and caused 
many retailers to carry over stocks which had been 
purchased in anticipation of a record breaking fall 
trade, and that this year they will be more conserva- 
tive. 

Through the south there seems to be comparatively 
little complaint of poor business. Retailers from this 
section, who have been interviewed recently, report an 
increase in business over the previous year and their 
statements concur with those obtained from traveling 
salesmen and jobbing houses. 

Building operations, from more recent reports, show 
a decline in the grand total as compared with last year 
and reports obtained from manufacturers of builders’ 
hardware are to the effect that business in this line is 
behind. The same is true of the situation as regards 
nails. 

In Chicago proper the brick strike is still curtailing 
building operations to a large extent, though consid- 
erable improvement work, especially in office buildings, 
is being done in the loop district. 


NEW YORK 


Office of HARDWARE AGE, 
New York, May 18, 1914. 


§ erm feeling seems to be growing in industrial and 
commercial circles that the business situation is 
clearing, based largely on the very favorable crop in- 
dications, yet still in the nature of promise rather than 
actual accomplishment. 

The indications are obviously multiplying that far- 
sighted leaders are planning for a forward movement 
in anticipdtion of better times in the not distant future. 

At present trade is eccentric and spasmodic, ad- 
vancing and receding day by day, according to the con- 
sumptive demand. The closely pruned small orders are 
still being given to traveler or transmitted direct by 
mail in the same tiresome fashion that has long pre- 
vailed. 

When the tide turns and the time arrives, say by the 
middle of July, when some important crops are either 
assured or harvested, and the conservative business 
man is in posession of facts instead of predictions, 
there may be a repetition of the experiences of two 
years ago. Then we had a late, wet, cold spring with 
frequent dire forecasts as to what we would not have, 
but with few blighting frosts and eight of the principal 
crops were not only records, but of bumper capacity. 

The scarcity of available stocks of merchandise 
ready for consumption is indisputable, and while the 
producing capacity of this country is enormous, in the 
ratio of about four to one of domestic consumption, it 
nevertheless will require a certain period of time, 
physically, to catch up with any largely increased re- 
quirements, and it will be wise to at least consider 
this f2ature of the situation, and have plans well in 
hand for efficiently supplying a better demand. If it 
doesn’t happen there’ll be no harm done. 

Bank clearings for the week ended with last week 
aggregate $2,982,000,000, a decrease of 12.9 per cent. 
from the preceding week, of 5.4 per cent. from the 
same week of last year, and of 13.8 per cent. from the 
like week of 1912. Fifty-four cities show increases 
over the same week last year, and fifty-nine record 
losses. 

Business failures for the week ending May 14 were 
297, comparing with 285 of the previous week, 259 in 
the corresponding week of last year, 243 in 1912, 235 
in 1911 and 225 in 1910. 


Hardware Age 


Collections show no change for the better. 

WirE Nai.ts.—The principal volume of business which 
is being obtained in this product consists of small 
hurry-up orders to complete the stocks which are being 
carried at low levels. While no official announcement 
has been made, the opinion is expressed that some con- 
tracts would probably be accepted on a basis of $1.55, 
base, carloads to jobbers, Pittsburgh. 

We quote as follows: Carloads to jobbers, $1.73 to $1.78, 


base; carloads to retailers $1.83 base; less than carloads to 
retailers, $1.93 base; all f.o.b. Chicago. 


BARB WIRE.—Re-orders to complete broken stocks are 
being received in fair quantities. 

Carloads to jobbers, painted, $1.78 base; galvanized, car- 
loads to jobbers, $2.18, f.0.b. Chicago. The regular advance 
to retailers and for small lots. 

FENCE WIRE.—The active selling season for this 
product is practically over and most of the orders being 
received are to complete stocks. 


For fence wire, f.o.b. Chicago, jobbers, in carloads, an- 
nealed, $1.58; galvanized, $1.98; retailers, carloads annealed, 
$1.63; galvanized, $2.03. Retailers, less than carloads, an- 
nealed, $1.73; galvanized, $2.18; staples, bright, in carloads 
to jobbers, $1.78; galvanized, $2.18. Carloads to retailers, 
5c. extra, with an additional advance of 10c. for less than 


carloads. 

LINSEED O1L.—The schedule in effect to-day, f.o.b. 
cars, Chicago, and subject to change without notice, for 
strictly pure old process linseed oil, is as follows: 

Carload lots, raw, 49c.; boiled, 51c.; 5 or more barrels, 
raw, 52c.; boiled, 53c.; less than 5 barrels, raw, 54c., 
boiled, 56c. 





WIRE NAILS.—Among some of the jobbers, at least, 
the first half of May opened fairly good, compared 
with what preceded, For the first two weeks the trade 
was a little ahead of April this year. Business spurts 
then dwindled, and the present prospects do not indi- 
cate much ahead in construction work using nails, 
which has long been light. 

Wire nails, out of store, are based on $1.85 per Keg. 

Cut NatiLts.—The demand for cut nails is quiet, but 
they are holding their own with wire nails and about 
on the usual parity with the larger product. While 
exports to Mexico of this commodity have been cur- 
tailed considerably, the shipments to other foreign 
markets are fairly good. 

Cut nails, out of store, are on the basis of $1.85 per keg. 

Ropre.—The market for Manila hemp is_ sluggish. 
Prices are nominally the same, reflecting the lack of 
cabled advices from primary markets. Users of hemp 
are showing little interest in the raw material as 
orders are still small in cordage. Sisal also, in har- 
mony with the hemp situation, is dormant, as is Istle, 
with little offering. 

LINSEED O1L.—There seems to be plenty of linseed 
oil and few buyers. The market continues steady and 
with but little activity, considering the time of the 
year. To the backward spring is attributed some of 
the dullness apart from the general business apathy. 
However, as the warmer, sunny days increase in num- 
ber, the output grows in volume. 


Linseed oil, raw, city brands, in 5 or more gallons is still 
nominally 54c. per gallon, and 55c. for less than 5 barrels, 


but concessions are obtainable. 
State and Westérn oil in moderate jobbing quantities is 


being offered at 53c. per gallon. 

WINDOW GLASs.—Trade in window glass is exceed- 
ingly quiet. The closing down ef window glass fac- 
tories for the summer months has been considerably 
anticipated, and now the polished plate glass manu- 
facturers are contemplating similar action. They do 
not have to close for the summer, but it seems to be 
generally expected that they will shut down for at 
least thirty days, which will curtail the yearly product 
about one-twelfth. Some representative distributors 
are not looking for any good business this summer or 
fall. Prices remain at about the same level as here- 
tofore, as any likely reduction in price would not sell 


more goods. 

















May 21, 1914 


Window glass is quoted at 90-20 per cent. discount on single 
thick and 90-25 per cent. on double thick, from jobbers’ list. 


NAVAL STORES.—The market for naval stores is very 
tame, and there are discouragements so far as the 
prospects for painting are concerned. Contributors 
will not stock up on turpentine until warmer and more 
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settled weather stimulates painting operations. Tur- 


pentine, in yard, is quoted at 47c. per gal. Rosins are 
dull and nominal and practically the same at the old 
levels for the different grades. Savannah receipts are 
not very large and prices have been well sustained. 


Common to good strained, on the basis of 280 Ib. per barrel 
in yard, is $4.10 and D. grade, $4.40 per bbl. 


SAN FRANCISCO 


Office of HARDWARE AGE, 
San Francisco, May 11, 1914. 


i” view of the widespread complaint in most lines of 

commerce and industry, the hardware trade is more 
than holding its own. The last few weeks have brought 
quite a decided improvement, and in volume, at least, 
business falls but little short of normal. Profits, it is 
true, are much less than they should be to either re- 
tailers or jobbers, owing partly to competitive condi- 
tions for which no remedy has been found. The con- 
tinued tendency of retailers to buy in small lots also 
inflicts some hardship on the jobbing trade, though the 
latter is doing its best to pass the burden on to the 
manufacturer. Collections appear to be improving in 
some quarters, but are not likely to be normal for sev- 
eral months. 

A period of unusual retail activity is expected in this 
city during the fall and winter, owing to the exposition, 
and in some special lines local merchants have ordered 
considerable stock for fall delivery. For the present, 
however, they are keeping their stocks rather low. A 


good many outside dealers are building up larger 
stocks, but in a very conservative manner, and only in 
lines which are pretty sure to move off quickly. A 
slight increase of buying among jobbers merely re- 
flects the expansion of current requirements, as stocks 
are being trimmed as closely as ever. 

Aside from a new low figure on German bars, there 
is little new in the steel market. Most lines are moving 
fairly well at low prices, the demand for nails and 
fence netting being quite active. 

Warmer weather has brought more attention both 
to sporting goods and summer household lines. Screens, 
freezers, refrigerators, fireless and electric cookers, gas 
stoves, etc., are all moving in good shape. Hay tools 
are in strong demand, and the seasonable movement of 
orchard, dairy and poultry supplies is well under way. 
The demand for contractors’ tools has been slow to de- 
velop, and the movement of building hardware is only 
fair. There is considerable activity in the California 
lumber industry, and while the lumber companies are 
inclined to scrutinize their purchases very carefully, 
their aggregate requirements are large. 





Obituary 


W. T. HARDESTY, vice-president and general manager 
of the Trumbull Steel Company, Warren, Ohio, died 
May 7 after an illness of several weeks with heart 
trouble, aged 57 years. He had lived practically all 
his life in the Mahoning Valley in Ohio, during which 
he devoted his time to the sheet and tin plate industry. 
He is credited with erecting the first tin plate mill in 
United States, having superintended in 1892 the erec- 
tion of a tin plate mill in Niles, Ohio. For a number 
of years he was a district manager of the American 
Sheet & Tin Plate Company with headquarters in 
Niles. Several years ago, with Jonathan Warner and 
others he purchased the Empire mill at Niles with 
which he was connected until it was sold to the Brier 
Hill Steel Company. Then the Trumbull Steel Com- 
pany was organized and he had charge of the erection 
of this plant about two years ago. 


WILSON B. CHISHOLM, president of the Champion 
Rivet Company, Cleveland, Ohio, died May 10, aged 65 
years. He had been in poor health for a number of 
years following a stroke of apoplexy, and during that 
time had practically retired from active business. He 
was born in Montreal, Canada, and when a boy his fa- 
ther, Henry Chisholm, moved to Cleveland. The latter 
was one of the founders of the Cleveland Rolling Mill 
Company, of which his son, Wilson B. Chisholm, was 
vice-president and manager for about fifteen years. 
He was also interested in the Chisholm & Moore Mfg. 
Company, Cleveland, of which his brother, F. H. Chis- 
holm, is president. He leaves a widow, three daughters 
and two sons. One of the latter, Henry Chisholm, is 
secretary-treasurer of the Champion Rivet Company. 


ANDREW KAISER, who had been engaged in the hard- 
ware and roofing business in Columbus, Ohio, for 46 
years, died at his home from heart trouble. Mr. Kaiser 
was born in Germany 67 years ago. He is survived 
by a widow and four daughters. 


STEPHEN B. Hunt, a well known resident of Calais, 
Me., died at the Chipman Hospital after a short illness. 
He was at one time a member of the hardware firm of 
Grimmer & Hunt. Mr. Hunt was 57 years old and is 
survived by a widow and one daughter. 





CHARLES H. LITTLE, the oldest retailer of crockery 
and glassware in the United States, died in Freeport, 
Ill., aged 81. One of his last acts was to endow-a home 
for the aged in that city. 


SIMON PINCus, a retired cutlery merchant who had 
conducted a large business throughout Texas for more 
than 50 years, and who had lived in Brooklyn, N. Y., 
for 22 years, died at his home there. Mr. Pincus was 
born in Germany 72 years ago. He is survived by his 
widow and five children. 


I. L. BisHop, 62 years old, a prominent hardware mer- 
chant for 21 years of Quincy, Mich., died recently. 


Personal 


F. M. FuNKE, for many years occupying a responsi- 
ble position in the contract department of the Russell & 
Erwin Mfg. Company, at 105 West 40th street, New 
York, has been made the manager of the American 
branch of Fontaine & Vaillant, Inc., Paris, France, man- 
ufacturers of highly artistic builders’ hardware, suita- 
ble only for the best types of residences. Mr. Funke has 
established his headquarters in the same building at the 
above address. Mr. Funke will specialize only in the 
finest class of work, the trim including types of the va- 
rious periods, as, for instance, Louis XIV, Louis XV, 
Louis XVI, the Italian Renaissance, Empire, Eliza- 
bethan and Georgian. Supplementing the French goods 
he will also handle competitive lines of fine English- 
made uilders’ hardware. 

GEORGE F. TAYLOR, manager of the New York branch 
of the Corbin Cabinet Lock Company, 21 Warren street, 
is now in Europe on a trip for both business and pleas- 
ure. He went direct to London and is now covering 
Norway and Sweden, going from there to Russia, and 
thence in the order named to Turkey, Italy, France and 
Germany, returning to New York about September 1. 
He will get in close personal touch with customers in 
the United Kingdom and on the continent, with whom 
the company has business relations, as well as other es- 
tablishments whom it will be desirable to have as 
future customers. He will also introduce some of the 
company’s later productions and familiarize distribu- 
tors abroad with the numerous lines manufactured. 
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Woman in the Hardware Store 
By “The Assistant Manager” 


C. GAUGER, hardware merchant of Pitts- 
* burgh, Pa., says that he believes in signs 
and that one of the signs of the times is the wom- 
an in the hardware store. Mr. Gauger ought to 
know for he had one girl who worked in his store 
for twenty-five years. Did I say girl? Yes, but 
she found her man and they trade at the hard- 
ware store where she worked so long. At the 
present time Mr. Gauger has three lady clerks in 
his store and says he believes that every hardware 
store in the country could easily employ this class 
of help to a profit. He says that one or two good 
men can so mark and arrange a hardware stock, 
that women can sell it just as easily and as well 
as trained hardware men. 

Mr. Gauger’s store is a neighborhood store and 
he devotes a large part of his energies to house- 
wares. “When I started in the hardware busi- 
ness,” said Mr. Gauger, “I tackled the north side 
of Pittsburgh with a tin shop. It was in 1884, 
and a short time afterward I branched out into 
a hardware stock to keep my small capital busy 
during the winter months. I now carry a stock 
of $5,000 worth of goods, and am turning it five 
times a year. I have always been a firm believer 
in advertising, and as soon as automobiles were 
a safe proposition I began using one for deliv- 
eries. I have recently equipped a new car and it 
is doing splendid service for me.” 

Mr. Gauger’s car with him at the steering 

















A. C. Gauger in his motor delivery truck 


wheel is herewith reproduced. It is loaded with 
hardware from the American Hardware & Supply 
Company, Pittsburgh. Mr. Gauger is very en- 
thusiastic over the “Pittsburgh idea” and says 
that their method of supplying him with goods 
has saved him the price of his stock, which cost 
$500 the first year. 

Progressive hardware merchants can certainly 
get good pointers from Mr. Gauger’s methods of 
delivery. The strong advertisements on the side 
of his delivery car are such as will attract at- 
tention any place. There is a life-size edition of 
the coach dog which is painted on the door of 
this car always somewhere in the vicinity of 
Gauger’s gasoline delivery. His two hobbies are 
coach dogs and efficient hardware advertising. 


M. C. TuRPIN, member of the publicity department of 
the Westinghouse Electric & Mfg. Company and one of 
the most active members of the publicity fraternity in 
the Pittsburgh district, was elected president of the 
Westinghouse Club at a meeting last week. The organ- 
ization is composed of about 800 Westinghouse em- 
ployes. 
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Brushes Sampled on Counter 


RReCAUSE paint brushes are a source of profit, 

because they sell best when kept constantly 
before the public, and because the space on the 
front of a wrapping counter was going to waste, 

















A way of sampling paint brushes effectively 


C. M. Dunn of the Dobbins Hardware Company, 
Battle Creek, Mich., recently sampled a complete 
line of the brushes which this firm carries in stock 
on that counter. 

The counter had formerly been used for stor- 
ing unsightly goods. The front side was fitted 
with doors on which the brushes are sampled 
and priced. Stock is carried directly behind. All 
of the brushes have a special store stock num- 
ber and this number is marked in large figures on 
the stock box so that a customer can be served 
in the minimum length of time. 

A substantial increase has been made in the 
sale of paint, varnish and whitewash brushes 
since the display was made. 


“Big Five” Issue Window Book 


ONOVAN & ARMSTRONG of Philadelphia, 
the advertising agency representing the 
Philadelphia hardware manufacturers known as the 
“Big Five,” who are Henry Disston & Sons, the 
Miller Lock Company, Fayette R. Plumb, Inc., 
North Bros. and the Enterprise Mfg. Company, 
publish a 48-page booklet entitled “Sales Winning 
Windows,” which will be a valuable help to hard- 
ware merchants who contemplate putting in a win- 
dow display of Philadelphia-made hardware. 

The booklet contains reproductions of a great 
many attractive window displays, submitted by 
hardware merchants in all parts of the country. A 
special offer is made by the Philadelphia hardware 
manufacturers of a window trim set showing a 314- 
foot authentic William Penn figure and six beau- 
tiful art panels, which can be had upon request by 
hardware merchants handling any of these lines. 

Special selling helps, such as street car cards, 
lantern slides, newspaper electrotypes, store signs, 
counter displays, show window cards and booklets 
are also furnished to hardware merchants upon 
request. 


OLAF HANSON, of the Hanson Hardware Company, 
of Sioux Falls, S. D., has gone to Norway for a four 
months’ trip. Mr. Hanson left Norway 36 years ago, 
when he was 16 years old, and came to this country, 
where he has lived ever since. 
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MAKING TEES IN ROUND PIPE 


Hardware Age Sheet Metal Expert Gives Instructions 
By A. F. MUELLER 
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FIG. J. PATTERN FOR BRANCH 
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Pattern for making tees in round pipe 


HIS is an example of a tee in which the branch 
pipe is smaller and at right angles to the main 
pipe, but set to one side of it, so that the 

outline of the branch is tangent to the outline of the 
large pipe as is shown in the end elevation. The 
side elevation is not altogether necessary, as the 
opening in the large pipe can be developed by trans- 
ferring lengths from the profile H, and all the lines 
in the small pipe show their true lengths in Fig. 1. 

Draw the end elevation and on the extended cen- 
ter line of the small pipe describe its profile and 
space the near half into a number of equal spaces 
and from the points draw lines that are parallel 
with the center line to intersect the outline of the 
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large pipe, which in this view shows as a circle. 
Project the center of the circle to the profile, as 
shown at x’ to establish the highest point of inter- 
section. 

At right angles to the small pipe draw a line and 
place on this line the lengths of the spaces in the 
semi-profile H and from the points draw indefinite 
perpendiculars, as 1’, 2’, 3’, etc., and at right angles, 
and to which project the points of intersection be- 
tween the pieces in Fig. 1. As to the line from 1’ 
project the point 1; to the line from 2’ project the 
point 2, etc. Connecting the points will result 
in the net half pattern for the branch, of which 
the other half is a duplicate, being turned on line 
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7’, and the pattern is shown in full in its net lines 
in Fig. 3. 

While the side elevation is not necessary, it will, 
however, be developed to show the connection, and 
why it is not needed to illustrate the shorter 
method. Fig. 5 is the plan of the tee in Fig. 1 and 
the side elevation of the tee will be a view looking 
in the direction of the arrow M. If the view was 
from the other side of the plan then the side eleva- 
tion would show the dotted part of the miter line as 
a solid line and what is shown now as a solid line 
would show dotted. 


From the points x and 12 of Fig. 1 draw indefi- 
nite horizontal lines and at right angles to these 
lines draw a line as 1-1’-7’ of Fig. 2 to represent the 
center line of the small pipe and from some point 
on this line describe the profile P and space it in 
the same way as the profile H, including the point 
x’. From the points draw lines to intersect lines 
from the points of the same numbers drawn hori- 
zontally from the intersection in the end elevation, 
thus locating the miter line points in the side eleva- 
tion. Connecting these points and drawing lines to 
represent the ends of the pieces will complete the 
side view or Fig. 2. As the tee has been turned one- 
quarter in the side view, the profile has also turned 
and the numbers are, therefore, revolved one-fourth 
on the circumference when compared with the num- 
bers in Fig. 1. 

Extend the two lines representing the ends of the 
main pipe and set off on one of them the spaces in 
the circumference of the circle in Fig. 1 to obtain 
the stretchout of the main pipe and from the points 
12 and 12° draw lines to intersect the other end of 
the pattern; from the points 1 to 7 draw indefinite 
lines and vertically project to these lines the miter 
points in Fig. 2 having the same numbers. Con- 
necting these intersections will produce the net pat- 
tern for the opening in the large pipe, as shown by 
the shaded part, and then will Fig. 4 be the net pat- 
tern for the main pipe. 


It will now be seen that Fig. 2 takes no part in 
the development of Fig. 4, as the miter points are 
located from the profile P and are in turn projected 
to the lines in Fig. 4, and for all practical purposes 
they can as well be directly projected to the lines. 
The lengths of the half distances in the profile P, 
as 2’-2°, 3’-3°, etc., are of the same lengths as the 
half distances of the same numbers and letters in 
the profile H. While it was said that the points in 
profile P were projected to the side elevation, it is 
just as true that the lengths between the points and 
the center line were also carried to the lines in Fig. 
4, where they measure the same from the center 
line, 1°-7°. Therefore, after laying out the pattern 
for the large pipe and numbering the seaming edges 
with the number to correspond to the seam in the 
end view, place the spaces, as described above, and 
draw the indefinite lines, together with a center 
line of the opening as 1°-7°, and measuring from 
and on each side of this line transfer the lengths of 


the half distances to lines having similar numbers.. 


Connecting the points located in this manner, will 
produce the net qgpening as shown in shaded part. 
Fig. 6 is the end view of a tee very much the 
same as this one just developed. The material dif- 
ference is that the small tee is not tangent to the 
large tree, but the pattern is developed in the same 
way, there being no difference in the method used. 


A. SCHRADER’s Son, INc., manufacturers of sub- 
marine armor and diving apparatus and brass fittings 
for rubber goods of every description, has removed 
from 28 Rose street, New York, to 783-791 Atlantic 
avenue, Brooklyn, N. Y. 
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Sheet Metal Convention June 16 


ue ape arrangements for the entertainment of the 

National Association of Sheet Metal Contrac- 
tors, whose annual convention will be held in Cin- 
cinnati, Ohio, June 16 to 19, inclusive, have been 
completed. 

In addition to the usual banquet, the delegates and 
their friends will enjoy a beefsteak “fry,” with 
pitched potatoes, at Wiediemann’s German Village, 
as guests of the Newport Rolling Mill Company. 
The following day a special train will convey the 
party to the plant of the American Rolling Mill 
Company, at Middletown, Ohio. 

The business program of the association includes 
discussions on a number of important subjects, the 
most important being “The Cost of Doing Busi- 
ness.” James A. Daugherty, president, will preside, 
assisted by National Secretary Edwin L. Seabrook. 

The Cincinnati Sheet Metal Club, organized to ar- 
range for the entertainment of the National Asso- 
ciation, has the following officers and committee 
members: President, E. W. Edwards; first vice- 
president, William Stechow; second vice-president, 
Albert Boebinger; secretary, F. F. Verges: assistant 
secretary, C. L. Smith, and treasurer, Charles E. 
Pfau. 

The following comprise the different committees: 
Publicity: G. D. Myers and C. L. Smith. Hall and 
exhibits: Charles Kobmann, E. H. Hoffeld, E. J. 
Becker, Thomas W. Pearson, Albert Boebinger, 
Fred. Rasch and H. C. Taylor. Finance: Charles E. 
Pfau, John Weigel, O. S. Larkby, John Emmers 
and W. F. Belmer. Hotel and headquarters: O. 8. 
Larkby and Arthur Jones. Entertainment: C. H. 
Fitzwilson, Frank A. Moeschl, William Stechow, G. 
F. Ahlbrandt, Roger Lawson, H. C. Taylor, George 
Schott, J. M. Tucker and W..F. Belmer. Banquet: 
John Peck and L. R. Hildreth. Membership: E. J. 
Becker and S. G. Backman. General reception com- 
mittee: F. H. Lawson, A. Blum, J. J. Isham, M. 
Kearny, J. A. Sweeney, R. W. Mathews, Edward 
Anspaugh, Frank Ort, William Kruse, H. H. Ross 
and C. J. Kleespies. Ladies’ reception committee: 
Mrs. Charles E. Pfau, Mrs. Otto Dieckmann, Mrs. 
E. H. Hoffeld, Mrs. Thomas W. Pearson, Mrs. C. L. 
Smith, Mrs. Frank A. Moeschl and Mrs. E. J. 
Becker. 

The Hotel Gibson has been selected as official 
headquarters, and the exhibits and business meet- 
ings will be held at Music Hall, Twelfth and Elm 
streets, about eight blocks distant. Cars to the 
hall may be boarded within one block of the hotel. 


Coming Hardware Conventions 


GEORGIA RETAIL HARDWARE ASSOCIATION, at Sa- 
vannah, Ga., May 26, 27 and 28. Secretary, John L. 
Moore, Madison, Ga. 


AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION in Cleveland, May 26, 27 and 28. Sec- 
retary, John Purdie, Marbridge Bldg., New York. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION, 
Greenbrier Hotel, White Sulphur Springs, W. Va., 
June 9, 10, 11 and 12. Secretary, John Donnan, 
Richmond, Va. 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION, Greenbrier Hotel, White Sulphur Springs, W. 
Va., June 9, 10, 11, 12. Secretary, F. D. Mitchell, 
Woolworth Building, New York, N. Y. 


HARDWARE ASSOCIATION OF THE CAROLINAS, July 
7,8 and 9 at Raleigh, N.C. Secretary, T. W. Dixon, 
Charlotte, N. C. 
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Bent Mud Guard—Broken Lamp 


Stanley Garage Door Holder 
Would Have Prevented It 


A sudden gust of wind sends the garage door swinging to. There's 
a smash and the door comes off the victor. A mud-guard bent and 
an expensive lamp broken. The owner will be looking for something 
to prevent the repetition of such an accident. 


Are you ready to demonstrate the New “Stanley” Garage Door 
Holder? Its action is practically automatic. No one has to give it 
a thought, the mere act of throwing the door open will set the device 
in action and it takes care of itself. In closing the door, all that is 
necessary is to catch a convenient Thumb Ring, and a slight pull 
releases the lock on the side and pulls the door shut as well. 















——— ee ee 





It’s never in anyone’s way. There is as much clearance as if it 
weren’t there, for it’s applied high up on the door. 














Ask your jobber. 





THE STANLEY WORKS _ <tsve 


New Britain. Conn. 
NEW YORK CHICAGO 


Canadian Representative, A. Macfarlane & Co., Montreal! 
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“Sanitor” Kitchen Table 


The White Enamel Refrigerator 
Company, of 53 West Forty-second 
street, New York City, and St. Paul, 
Minn., has made improvements in its 
“Sanitor” kitchen table. 

The top is made of one piece pressed 
steel, on which is fused at a tempera- 

















“Sanitor’ kitchen table 


ture of 3000 degrees the porcelain 
enamel, making an absolutely smooth 
top without a seam or joint of any 
kind. 

The frame work is of first quality 
birch, left in the natural wood, fin- 
ished with best quality shellac and 
varnish, securely fastened together 
with nickel plated screws and rein- 
forced at all joints with steel hands. 

The table is 42 inches long by 28 
inches wide and is 30 inches high. 
The drawer is 22% inches wide by 
20% inches long by 3 inches deep, and 
is divided into three compartments, 
and is equipped with a nickel plated 
handle. 


“Tandem” Combination 


Machine 
The newest item in the National 
Sweeper Company’s (Torrington, 


Conn.) line of carpet cleaners is a 
“Tandem” combination machine. The 
manufacturer states that its “Tan- 
dem” consisting simply of a light 
weight straight vacuum cleaner, with 
a carpet sweeper firmly clamped but 
easily removable as a trailer, is the 
outgrowth of an urgent demand for 
combination machines, and the fur- 
ther fact that in “built-together” ma- 
chines too many essentials of simple, 
durable construction are sacrificed. 

There are a great many supporters 
of the idea that an individual cleaner 
and an individual carpet sweeper af- 
ford the most practical solution of 
clean floor coverings and the National 
Sweeper Company is foremost among 
the exponents of this idea although 
it is the largest manufacturer of 
“built-together” combination machines 
as well. 

In the literature being sent to the 
trade on the new “Tandems” the 
manufacturer states that running a 
“built-together” combination every 
day with twice the labor when only a 


carpet sweeper is wanted for at least 
half the days of the week, is not very 
practical and that in addition to the 
ease of separating the “Tandem” into 
two still more easily operated and effi- 
cient individual machines, the “Tan- 
dem” itself run in combination appeals 
because it is much more simply con- 
structed, wears much longer, does 
more efficient work; and runs as easily 
in tandem as any good combination. 
Two models are offered, the better 
of which retails at $9.00. On another 
japanned trimmed model the “Tan- 
dem” retail price can be made much 
lower than current combinations, and 
the opportunity of the housewife to 
get two good machines cheaper than 
one combination will probably insure 
good sale on “Tandems.” 
This addition to the “Torrington” 
family brings the line up to an array 
of devices for cleaning floor coverings 
consisting of seventeen models of car- 




















Two views of the “Tandem” combination 
machine. The upper cut shows the ease 
with which the connection is made 


pet sweepers, two types of straight 
vacuum cleaners, two “Combinations” 
and two “Tandems.” 

The combination that we illustrate 
is called the “No Dust Twins” in 
tandem. 


“Greyhound” Glass Cutter 


The Millers Falls Company, 28 
Warren street, New York City, and 
Millers Falls, Mass., has added a glass 
cutter to its general line. This “Grey- 
hound” glass cutter, No. 300, has a 
nickeled frame and an enameled wood 
handle. 

The six wheels which the company 
claims have excellent cutting qualities 





- 





ERR, Sites, A 7 emery remmrene a 
‘ihedgee Re sce SS Se ee ee 


Pe 







. ’ aes : as 4 <> 
. Tong ‘ ee 











“Greyhound” glass cutter, made by the 
Millers Falls Company 


are set in a revolving turret, clamped 
in place by a set screw. Each cutter 
is packed in a paste board box. The 
weight per dozen is one-half pound. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


“Benjamin” Tool Set No. 3 


The Benjamin-Sellar Mfg. Com- 
pany, 557-559 West Quincy street, 
Chicago, has added to its tools sets 
No. 1 and No. 2, a larger assortment 
of tools called No. 3. 

Six tools consisting of 2 gimlets, 2 

















“Benjamin” tool set No. 3 


awls, a flat countersink and a tapered 
reamer, have been added, these with 
the friction drive handle, and five 
screw driver blades are put up in a 
handy Khaki tool set roll. 

The friction drive handle is espe- 
cially adapted for all rotary work. 
The friction cap prevents the blister- 
ing of the hand, and the tool steel 
spring chuck enables any style of tool 
to be instantly fastened in the handle. 

Each tool is a mechanic’s tool, made 
of high grade steel, perfectly tempered 
and carefully ground ready for use. 


Ney’s Silver Solder 


Frequently hardware merchants 
are called upon for a silver solder that 
can be used with equal facility on 
iron, steel, copper, brass, German sil- 
ver, sterling silver, and alloys of these 
metals. Such a silver solder is manu- 
factured by the J. M. Ney Company, 
Hartford, Conn. Ney’s Silver Solder 
has been on the market since 1812, but 
it is only recently that the company 
has offered its products to the hard- 
ware trade, having formerly sold al- 
most entirely through the dental and 
jewelry trades. 

The J. M. Ney Company claims its 
silver solder to be tough, easy flow- 
ing, hard and reliable, and that it will 
make the strongest joint of which 
soldering admits. Moreover, it is 
claimed that this silver solder is the 
least costly, considering the merits of 
the article. The solder melts very 
readily, and thus all danger of burn- 
ing a joint is avoided. The solder 
melts and flows freely, and it is 
claimed that it will meet all problems 
in soldering. 

Ney’s silver solder is not as fusible 
as soft solder, made with tin and lead, 
nor is it as stubborn and refractory 
as are so-called silver solders, mis- 
called such because their components 
are copper and zinc. Ney’s silver 
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Grip this trade now 


There is always the hardware store in every town. 
If you are the one in your town—if you want to be the one 


in your town 


R-W. Manual Training 
Equipment — 


will grip the trade now and hold it for you. 





It is surprising how many R-W vises and benches are sold 
to cabinet and pattern makers, woodworkers and for gen- 


eral home use. 


And your School Board may be planning a manual train- 


ing department for next year. 


The only limit to their sale is yourself. 


Write for our Proposition 
now please. 


ichards-Wilco 


A hanger for any door that slides. 
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solder is the happy medium between 
the hard and the soft. 

Ney’s silver solder, can be used ad- 
vantageously in many kinds of work 
for which spelter solders are abso- 
lutely unsuited or prohibitive. Ney’s 
can be rolled into sheets or drawn 
into wire, in either of which forms it 
is easily handled. The J. M. Ney 
Company guarantees to meet all spec- 
ifications and requirements as _ to 
fusibility and color. 

This solder can be purchased in dif- 
ferent grades in sheets three inches 
wide, any gauge up to 30, or can be 
had in % oz. packages, and it is also 
made in very narrow sheets (practi- 
cally wire) any gauge up to 26, and 
is produced in wire form, in granu- 
lated form and in any grade, width 
and thickness for brazing band saws 
for which use it is highly recom- 
mended. 

The J. M. Ney Company will send 
free a copy of a folder entitled “First 
Aid to Solderers.” 


“Boss” Mops 


The Duncan Bros. Mop Company, 
2603-5 Grand avenue, Chicago, IIl., is 
introducing, through a special sales 
offer to dealers, the “Boss” mop. 

The “Boss” polish mop is made on a 
solid iron frame, in one piece, with a 
strong wire re-inforcement, and 
heavy, durably sewed padding to pro- 
tect the furniture, The mop head is 
of the best grade cotton made with a 
generous supply of strands. It is sup- 

















“Boss” mop made by Duncan Bros. Mop 
Company 


plied with a 54-inch polished, detach- 
able handle provided with a threaded 
socket and handle end, to insure per- 
fect freedom from loosening or the 
pulling out of the handle. The socket 
is set at such an angle as to keep the 
mop always parallel with the working 
surface. 

The introductory feature offered by 
the company places the goods in the 
retailer’s hands so that he may sell 
the mop and a quart of of floor and 
furniture polish (total value $2.00) 
for $1.00 and make a profit of 50 per 
cent. 

For information regarding prices 
and window cards address the manu- 
facturers. 


Disc Stove Chafing-Dish Set 


A novel arrangement of a combina- 
tion dise stove and chafing dish has 
recently miade its appearance. Made 





by the Westinghouse Electric and 
Manufacturing Company, East Pitts- 
burgh, Pa. 

The set is similar to the ordi- 
nary alcohol type chafing dish except 
that it has an electric disc stove 
in direct contact with the water pan, 
instead of an alcohol heater. The 
complete set consists of a stand, a disc 
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Combination disc stove and chafing dish 
assembled and in parts 


stove, cord, three-heat switch and at- 
tachment plug, a water pan, a food 
pan and a cover. The water pan, the 
food pan and the cover are the same 
as used in alcohol heated chafing 
dishes. 

All metal parts except the top of 
the dise stove, are handsomely finished 
in polished nickel or polished copper. 
The handles are ebonized wood. 

The heater of the disc stove consists 
of a steel disc inside of which the 
heating element is sealed and pro- 
tected from oxidation. A dead-air 
space between the heater and the bot- 
tom of the stove casing acts as a heat 
insulator, preventing the loss of heat 
downwards, so that practically all of 
the heat is thrown upwards where it 
is wanted. This arrangement makes 
the stove very efficient. 

An indicating switch controls the 
temperature. The high heat is or- 
dinarily used to bring the chafing dish 
to the desired temperature. The low 
heat will keep water boiling after the 
boiling point is once reached and is 
useful for keeping food warm. The 
medium heat is the highest that is 
usually wanted for general cooking 
purposes. 

With the feet of the disc stove re- 
versed so that the stove can be sus- 
pended from the stand and with the 
parts assembled, the outfit is a chafing 
dish, capable of cooking anything in it 
that can be cooked in an alcohol 
chafing dish. 

The food pan can be placed directly 
on the disc stove, omitting the water 
pan, and as such can be used for any 
cooking that requires high heat, such 
as frying, stewing, etc. 

With the feet inserted in the stove, 
the disc stove can be used separately, 
for any purpose that a single-burner 
gas stove can be used for, such as fry- 
ing, grilling, making coffee, and sim- 
ilar operations. 

Further particulars may be ob- 
tained by addressing Dept. H. 
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“Iron Age” Combination 
Machine 


The Bateman Mfg. Company, Gren- 
loch, N. J., has put on the market a 
new two-row combined furrower, fer- 
tilizer, distributor and ridger. 

This machine will open furrows for 
two rows, 28, 30, 33 or 36 inches apart, 
distribute fertilizer evenly in the bot- 
tom and up the sides of the furrow in 
an 8 to 10-inch stream. Then, a stir- 
ring device can be used to mix the fer- 
tilizer thoroughly with the soil or the 
covering discs can be used to cover as 
lightly or ridge as high as desired. 
This operation also mixes the fer- 
tilizer thoroughly with the soil. 

One man with two horses rides and 
prepares in best possible manner, two 
rows at a time and marks for the next 
row, accurately spacing for planting 
potatoes and other row crops, and giv- 
ing a more thoroughly mixed fertilizer 
seed bed than where the fertilizer is 
applied by planters without this pre- 
vious preparation. It permits plant- 
ing potatoes and other row crops 
without the bother of fertilizing at 
the same operation, saving valuable 
time in getting the crop in rapidly, 
when soil and weather conditions are 
just right. 

The fertilizer hoppers are dupli- 
cates of the hopper on the No. 170 
with the same force feed and capacity 
for about 160 pounds in each hopper, 
and are made of galvanized sheet 
steel. One lever stops the flow of fer- 
tilizer from both hoppers. The flow 
can be started with a slight kick. 
Each spreader is adjusted separately 




















New “Iron Age” two row furrower, fer- 
tilizer distributor and ridger 


for hight by a chain, and is raised 
with the plow to avoid obstructions. 

A pair of covering discs is provided 
for each row. They are the same as 
used on the planter and are adjustable 
for width, angle and depth. They 
cover thoroughly from each side and 
can be used to ridge a growing crop 
in any shape. Full particulars may 
be obtained from the company. 


THE Louis CUTLERY SHOP, which 
has been located at 22 Liberty street, 
Utica, N. Y., for about two genera- 
tions has been moved two doors west 
to number 26. The business had been 
conducted in one place by the Louis 
Brothers for over 60 years. Nicholas 
F. Louis, a son of Christopher Louis, 
one of the founders of the firm, is now 
the proprietor of the shop. 


THE NEMO CHEMICAL AND PAINT 
MrcG. COMPANY of Chicago has moved 
to 350 North Clark street. 
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SHAPLEIGH HARDWARE CoO. 


SAINT ; 


NO. 
NORLEIGH 
CRA 


LAWN ACCESSORIESBR: 


A LARGE ASSORTMENT. COMPLETE STOCK AND PRICES THAT INTEREST THE LARGEST BUYERS. 


A ae EXCEPTIONAL QUALITY AND MANY EXCLUSIVE FEATURES NOT FOUND INjANY OTHER 
a 


Write Us Or See Our Salesman For Catalog, Descriptions and Prices. 
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Clark’s “A-OK” Corn 
Huskers 


Clark’s “A-OK” is a new addition to 
the line of corn huskers which R. F. 
Clark, 54 West Lake street, Chicago, 
Ill., is manufacturing. 

This husker fits any hand by open- 
ing or closing the narrow end of the 
steel. The friction strap under the 
thumb draws the leather and retains 
the shape of the hand, passes over the 
wrist and back to the buckle. A ver- 
tical lift of the strap in the buckle 

















Clark’s “A-OK” corn husker 


adjusts the comfort fitting grip and 
perfect tension of the strap. 

The “Wrist Ease” opening makes it 
easy to toss the ear of corn when it 
it picked without spraining the wrist. 


Coat and Hat Hooks and 
Screw Rings 


The Parker Wire Goods Company, 
Worcester, Mass., New York office, 73 
Warren street, has added many new 
items to its line. Among them are 
the cast brass coat and hat hooks and 
solid brass screw rings which we illus- 
trate and describe. 

The cast brass coat and hat hooks 
are made in two sizes, polished and 
lacquered and polished and nickel 
plated. Each hook is wrapped in tis- 
sue paper. Packed one dozen in a 
box with screws. 

The solid brass screw rings are 

















Cast brass coat and hat hook, and cast 
screw ring 


made in four sizes, 5/16, %, % and %& 
in. They are polished and lacquered 
and made in old copper or nickel 

















The new trade mark of the Parker Wire 
Goods Company : 


plated finish. Packed gross or % 
gross in a box. 
The trademark which we show is 


one recently adopted by the company. 


“Tdeal” Janitor Mop Stick 


The Stover Manufacturing Com- 
pany, 710 East street, Freeport, IIl., 
calls the attention of the hardware 
trade to its “Ideal” improved janitor 
mop sticks. There has been a de- 
mand, the company says, for a high 
grade, large sized mop stick, one that 
will hold a large cloth and do the work 

















“Ideal” janitor mop stick 


quickly. Such a mop stick is espe- 
cially required in hotels, offices, 
schools, stores and public buildings, 
where men usually do the workéf 
mopping the floors. 

The “Ideal” mop stick handle is 
1% inch in diameter and can be fur- 
nished in lengths varying from 54 
inches to 72 inches. 


Demonstrator for “Uni- 
versal” Percolators 


Landers, Frary & Clark, New Bri- 
tain, Conn., are furnishing free to 
dealers who will use it a glass demon- 
strator to display or demonstrate the 
company’s “Universal” coffee perco- 
lators. 

This demonstrator consists of a 
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glass tube bent into a rectangular 
shape, a top rim, and a spreader 
plate of a No. 79 “Universal” coffee 
percolator, all ready to be fitted to- 
gether. 

The outfit enables a dealer to dem- 
onstrate to everyone who passes the 
store the two principal points of the 
“Universal” coffee percolators. The 
unbroken flow of coffee through the 
glass tube gives convincing evidence 
of the power of the “Universal” pump. 
The absence of steam in this flow 
proves that coffee may be made in the 

















Demonstrator fitted in a “Universal” cof- 
fee percolator 


“Universal” percolator without boil- 
ing. The demonstration is made with 
a regular “Universal” percolator. 


“Can’t Spill” Oil Can 


The Can’t Spill Oil Can Company, 
27-29 East Grand avenue, Oklahoma 
City, Okla., is making an oil can from 
which, the company claims, liquids 
cannot be spilt regardless of the posi- 
tion of the can. 

The cans are provided with a clos- 
ure consisting of a framing forming 
an elongated gateway, and having 
openings adapted to register with an 
opening in the can. The gate can be 
held in an open or closed position. 
Stops limit the opening and closing 























“Can't Spill” oil can 


movements of the gate. The mechan- 
ism of the can gives a double resist- 
ance against leakage. 
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Heavy Hardware Men to Meet 


[i LASORATE preparations are being made for 

the fifth annual meeting of the American 
Iron, Steel and Heavy Hardware Association, 
which will be held at the Hollenden hotel, Cleveland, 
Ohio, May 26, 27 and 28. The association consists 
of both active and associate members. The active 
membership is made up of 100 dealers in heavy 
hardware, taking in a large share of the important 
jobbers throughout the country. There are 106 as- 
sociate members, these being manufacturers of 
various lines of heavy hardware including steel, 
machinery, bolts and nuts and various other prod- 
ucts. That the association is a very important one 
is indicated by the fact that it is estimated that its 
active members do a business aggregating about 
$50,000,000 a year. 

An attendance of about 200 is expected at the 
meeting. A number of papers will be presented and 
important trade matters discussed. The commit- 
tee on arrangements has devoted more than ordi- 
nary attention to providing plans for entertaining 
the wives of the members and a very enjoyable as 
well as profitable meeting is promised. The ar- 
rangements are in charge of a number of local 
Cleveland committees composed for the most part 
of representatives of manufacturers. H. J. Clarke, 
of the Upson Nut Company, is chairman and M. E. 
Ewing, of the Kirk Latty Manufacturing Company, 
is secretary. 

The meeting will start with an open session at 10 
a. m. Tuesday, which will be presided over by C. 
M. Roehm, of Rhoem & Davison, Detroit, president. 
Addresses of welcome will be made by Newton D. 
Baker, Mayor of Cleveland, and M. A. Black, presi- 
dent of the Cleveland Chamber of Commerce. A re- 
sponse will be made by E. P. Sanderson, of the E. 
P. Sanderson Company, Boston, for the active mem- 
bers, and by Spencer Welton, of the Rutherford 
Rubber Company, Rutherford, N. J., for the asso- 
ciate members. An address will also be made by 
Homer H. Johnson, of Cleveland, representing the 
‘Chamber of Commerce of the United States of 
America. Various committees will be appointed 
during this session. Tuesday afternoon an execu- 
tive session will be held during which reports will 
be made by J. G. Purdie, secretary and treasurer, 
and by the executive and other committees. 

During the executive session Wednesday morning 
a paper on “The Elimination of Unreasonable and 
Destructive Competition” will be presented by 
Charles E. Faeth, of the Faeth Iron Company, Kan- 
sas City, Mo. The discussion that will follow will 
be lead by L. H. Williams, of the Williams Hard- 
ware Company, Minneapolis, Minn., Herbert Frela, 
of the Congdon-Carpenter Company, Providence, R. 
I., and Charles E. Lewis, of Springfield, Mass. Sev- 
eral committees will also report during this ses- 
sion. During an open session Wednesday evening 
a paper on “Contract Relations Between Manufac- 
turers and Distributers” will be presented by 
Samuel L. Sewall, of the Minneapolis Iron Store 
Company, Minneapolis, Minn. The discussion will 
be led by J. P. Replogle, general sales manager of 
the Cambria Steel Company, Frank Baackes, vice- 
president and general sales manager of the Ameri- 
can Steel & Wire Company, E. F. Yarnelle, Mossman 
& Yarnelle, Fort Wayne, Ind., and James A. Coe, 
J. A. Coe Company, Newark, N. J. During an ex- 
ecutive session Thursday morning several commit- 
tees will report and a paper on “The Cost of Doing 
Business” will be presented by W. A. Kemmerer, 
of Bittenbender & Company, Scranton, Pa. The 
business meeting will close with an open session 
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Thursday afternoon, during which officers will be 
elected and installed. 

An elaborate entertainment program has been 
prepared. This will include a dansant from four to 
6 p. m. Tuesday, a ball en surprise at 9 p. m. Tues- 
day, a luncheon for the ladies at the Country Club 
followed by an automobile ride Wednesday, a musi- 
cal entertainment for the ladies Wednesday even- 
ing, followed by informal dancing at the close of 
the men’s business session and a banquet Thurs- 
day evening. 


The Handling of Callers_ 


Los ANGELES, CAL., May 1, 1914. 


Editor HARDWARE AGE: 
AVING noticed that your subscribers from time 
to time send you their problems with a view 
towards eliciting the experiences of others in their 
solution, I am constrained to do likewise. This par- 
ticular problem relates to the matter of answering 
the telephone. 

The question is: Should a person when transact- 
ing business with a business man stop his conversa- 
tion or negotiations for an indefinite time whenever 
his phone rings? 

Take this case, which is by no means supposi- 
tious: A stranger comes into the store or office 
and says to the Glad Hand Man near the door that 
he wants to speak to Mr. Bishop (our chief sales- 
man). He is told that Mr. B is not at his desk, as 
he is busy with a customer. Suppose he says no 
one else will do, so Mr. Glad Hand Man goes to Mr. 
B and the following conversation results: 


Mr. G. H.—“There is a man at the door who 
wants to see you.” 

Mr. B.—“‘Who is he?” 

“T don’t know.” 

“What does he want?” 

“I don’t know.” 

“Is he a customer?” 

“I don’t know.” 

Does Mr. B drop his customer and go and see 
this stranger? By no means. He simply sends 
word that he will be glad to see him as soon as he 
is through with his customer. 

Now see the parallel: 

Mr. Adams is at his desk transacting a matter of 
business with Mr. Barnes when his phone rings. 

Who is at the end of the line? 

He does not know. 

What does he want? 

He does not know. 

Is he a customer? 

He does not know. 

Now what is Mr. Adams to do, and how can he 
do it without running the risk of offending either 
Mr. Barnes or the unknown person at the end of the 
line? 

I would be very glad to hear from your readers 
as to how they do in such cases. 


Yours sincerely, 
Door KNOB. 


Moving Pictures 


éé HERE is that barber who used to have the 
end chair?” asked the customer. 
“We had to let him go,” replied the boss. 
had too much talent.” 
“Whaddy ya mean, talent?” asked the customer. 
“He got so he illustrated his stories with cuts 
when he was shaving people,” explained the boss.— 
Cincinnati Enquirer. 


“He 
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Have You a Line of Customers Always 
“Rooting” up Business for You? 


It’s a big asset to have a lot of enthusiastic customers who not 
only believe in the goods you handle, but who also influence their 


friends to become your customers. 


vx, NICHOLSON FILES 
rave“ Bring Buyers Back for More ““ “” 


‘For over 50 years “‘Nicholson’’ brand files have held their 
reputation for superiority. They invariably give satisfaction— 
not only to the Mechanic, Blacksmith, Carpenter and Watch- 


maker, but to every class of file user. 


SOLD BY ALL LEADING JOBBERS 





Over 600 illustrations of Files appear in our Catalog. It is in- 
valuable to buyers and sellers of Files. Sent FREE on request. 


NICHOLSON FILE CO., PROVIDENCE, R. I. 


AAA 





HN 
HiT 
iil 


1] 





idl 
| 


=) ccc 














Utility Robe Rail Lock 


Here is another device that is 
designed to prevent the stealing of 
robes, dusters and gloves which are 
usually thrown over the robe rail. 
The Utility motor car lock not only 
is applicable to the locking of 
things upon the robe rail, but can 
also be used to lock the gear and 
throttle levers, so that the owner 
can leave the car with the feeling 
of security. Two keys go with 
each lock, so that more than one 























Robe rail lock 


can have the advantage of its pro- 
tection. It is small and not cum- 
bersome. Manufactured by Backus 
Novelty Company, Smethport, Pa. 


Indiana Bullet Electric 
Head Lamps 


The Indiana bullet head lamps 
are powerful projectors of a bril- 
liant light, throwing the light at 





Indiana “Bullet” electric head lamp 


RECENT PRODUCTS OF MOTOR 


PMOTOR™=ACCESSORIES 
AND SUPPLIES 


: 
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least one-quarter of a mile ahead. 
They are made of the very best 
material and the workmanship is 
of a high order. The bullet 13- 
inch head lamps are furnished 
regularly for the 16-candlepower 
bulb, but on special order and at 
the usual advances in price, the 
manufacturers furnish reflectors 
fitted for the 16 candlepower and 4 
candlepower separate bulbs, also 
for the new double-filament head 
light bulbs. This same type of 
head lamp, 11 inches diameter and 
furnished with the same sockets 
and options, with special 17-inch 
distance between props for the 
Ford car, is meeting with a great 
demand from owners of Ford cars. 

No. 32 electric tail lamp is very 
classy and stylish in appearance 
and its effectiveness for spreading 
the white light upon the license 
plate is all that could be desired in 
ataillamp. It is made from heavy 
gauge material and fitted with 
Ediswan switch socket. It is the 
very latest design in a high-grade 
tail lamp. It is fitted with convex 
semaphore glass, white glass at the 
side and furnished with flat or 
round bracket. This tail lamp is 
also adapted for use on either the 
Ford car or cyclecars, as it comes 
within the price such car owners 
are willing to pay, retailing for 
$2.25. , 

The bullet side lamp is of the 
same design as that of the bullet 
head lamp, being only in reduced 
size to carry on the dash of the 





Indiana “Bullet” electric side lamp 
96 








ACCESSORY MAKERS 


car. It is 6 inches in diameter and 
is furnished with connector, plug 
and cap. It is equipped with a 
regular flat prop and convexed 
glass is used. 

The above lamps are manufac- 
tured by the Indiana Lamp Com- 
pany, Connersville, Ind. 


Rayfield Strainer Trap 


Cautious motorists who are old 
in motoring will always be careful 




















Rayfield strainer trap 


to strain the gasoline before it is 
placed in the gasoline tank. This 
precaution often prevents’. the 
“stalling” of the motor and pre- 
vents the hunting for almost any 
other mystifying cause for trouble. 
The Findeisen & Kropf Manufac- 
turing Company, of Chicago, has 
placed upon the market a gasoline 
strainer and trap that is designed 
to remove all water and dirt from 





Indiana No. $2 electric tail lamp 
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ELECTRIC WARNING SIGNAL 





The Sparton warns! It doesn’t make pretty 
music, nor work pretty often—it warns! 


Its clear dominant note crystallizes the hesi- 
tant pedestrian’s thought—it makes him move. 


And since it warns him in good time, he 
holds no grudge against the autoist. 


Sparton is made in a size to “‘fit’’ every car 
and every motor boat. 


It doesn’t stay in stock. 


Write. 
Prices from $7.00 to $15.00. 


The Sparks- Withington Co. 


Jackson, Michigan, U. S. A. 
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the fuel. The Rayfield strainer 
trap consists of a large settling 
chamber, at the top of which is a 
screen. Water and sediment can 
be drained out at the bottom, 
while the strainer can be cleaned 
by loosening the yoke holding the 
cover plate, after which the strain- 
er can be removed. The trap is 5 
inches high and 2.5 inches wide. 
Just above the drain cock is an arm 
or brace by which the trap can be 
fastened to any convenient place on 
the car. An arrow indicates which 
way the strainer should be in- 
stalled. 


Sturges Light Deflector 


Much dangerous difficulty has 
been experienced by motorists by 
being blinded by the powerful head 





Sturges light deflector 


lights of another car approaching 
from the opposite direction. The 
crossing of the two sets of lights 
is often so confusing on a real dark 
night that the drivers are usually 
momentarily lost in the control of 
the car. The same dangerous ex- 
perience is confronted when a 
motor car is driven alongside a 
trolley road track and the blinding 
rays from the electric car diffuse 
with those of the motor car. An- 
other instance of the same danger- 
ous difficulty is encountered when 
driving a car through a brilliantly 
lighted street, and this latter con- 
dition has been so noticeable in the 
largest cities that laws have been 
passed in nearly all of these cities 
against having the head lamps 
lighted while traversing the city 
streets. 

It must be admitted, however, 
that the frequent turning on and 
off of the head lights is some in- 
convenience to the motorist. To 
overcome this inconvenience and 
to provide against the danger of 
possible accidents occurring by the 
conflicting and blinding rays of 
passing motor cars, considerable 
study and inventive genius has 
been devoted the past year toward 
inventing and manufacturing a 
number of devices which will either 





dim or turn off the head lights, all 
controlled by the driver from the 
seat. 

The latest device placed upon the 
market to overcome the conflicting 
rays of oppositely approaching mo- 
tor cars is the Sturges light de- 
flector. It is constructed in the 
shape of a vacuum cup of pure rub- 
ber that sticks to the glass of the 
windshield by mere suction, having 
a vacuum resistance of 250 pounds. 
It can be moved on the windshield 
to suit yourself by the slightest 
stroke of the hand. V. K. Sturges, 
president of the Pacific Leather 
Works, Oakland, Cal., is the inven- 
tor of this device. 


Security Auto Lock 


The Security auto lock is a sim- 
ple valve comprising a body in 


which are a plurality of cocks, each 


of which may be turned in any po- 
sition independent of the others 
and each of which is closed in five 
positions out of six. The open po- 
sion of each cock is indicated only 
by the removal dial (number two) 
which may be set in any position 
at will, thus giving any combina- 
tion of numbers desired. It is in- 
stalled either on the floor board or 
chassis frame when gravity feed’ 
is used, or on the dash when pres- 
sure feed is used. The advantages 
claimed by the manufacturers for 
the Security auto lock are: It 
positively locks flow of gas to car- 
bureter; insures against anyone 
starting your motor in the garage 
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Security auto lock 


or on the street, besides insuring 
against theft of gasoline from your 
car and will check a leaky car- 
bureter, as well as its main ad- 
vantage in absolutely preventing 
the theft of the car. Retails for 
$7.50. Manufactured by Security 
Auto Lock Company, 1733 Broad- 
way, New York City. 
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“Kum-a-Long”’ Chain 
Hitch 


There have been clumsy efforts 
put forth by motorists in being 
able to readily fasten and adjust 
tire chains. This inconvenience 
can now be avoided by the use of a 
simple device just placed upon the 
market. It is known as the “Kum- 
a-Long” chain hitch and consists 
of a piece of heavy wire bent into 
the shape of a horseshoe. This 
piece of wire is slipped around the 
felloe of the wheel and then the 
tire chain is hooked to the end of 
the device, after which the wheel 
is rotated and the chain attached. 
The “Kum-a-Long” simply holds 
one end of the chain while it is at- 
tached and thus leaves both hands 
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“Tel-Tale” gasoline gauge and “Kum- 
a-Long” chain hitch 


free to put the chain in place. 
Manufactured by the Schaefer 
Sales Corporation, Detroit, Mich. 


“Tel-Tale”’ Gasoline 
Gauge 


The “Tel-Tale” gasoline gauge is 
a simple device that shows the level 
of gasoline in the tank. The indi- 
cating dial is divided into quar- 
ters, and the pointer is operated 
by a float which slides on a strip 
that is spiral in form. The upper 
end of this strip is attached to the 
pointer, and the twist to the metal 
strip is uniform so that the posi- 
tion of the float gives a correct in- 
dication of the amount of fuel in 
the tank. Manufactured by the 
Schaefer Sales Corporation, De- 
troit, Mich. 


Harkaway Auto Horns 


Special features in the Hark- 
away horn which is being manu- 
factured by M. H. Campbell & Com- 
pany, 3715 Wentworth avenue, 
Chicago, are uniform tone; a horn 
that cannot clog; that adjusts it- 
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No. 345 


For light and medium 
light cars like the Ford, 
Buick, Overland, Stude- 
baker, Maxwell, King 
and others. Malleable 
iron base. Height I1 ins. 
Weight 7 pounds. 



















Duff Advice 
to Ford Owners 


—and to all owners 
of light weight cars 





ON’T waste time and temper tinkering 

with a toy jack. Scrap it and forget it — 
and invest the small price of a No. 345 Barrett 
—fully guaranteed. 
Barrett reliability, safety, speed and ease of 
action mean just as much to light cars as they 
do to heavy types, and the Barrett No. 345 is 
the same relative standard as the bigger Barrett 
No. 300 — the finest and most powerful jack 
made for large pleasure cars. 


BARRETT 


AUTOMOBILE 
ACincher = =JACKS 


Duff Guaranteed Construction 














Duff guaranteed construction, that assures the 
highest degree of safety and efficiency for every 
genuine Duff built Barrett Automobile Jack, is a 
new element in Duff service to automobile supply 
dealers.. Any unsatisfactory jack: is repaired or 
replaced free of charge within one year. 


No other make of jack offers the dealer such a defi- 
nite protection against compl ints from customers; 
or the user such a broad and definite expectation of 
operative satisfaction. 


Duff built means Duff backed — unconditionally. The Duff 
standard means highest quality of material, perfection of design, 
precision of finish and assembling, and thorough testing under 
full load before delivery. 


Dealers should write at once for the Duff proposition. To 
carry Duff built Barrett Automobile Jacks is to become identi- 
fied with the most desirable class of trade, and to share in thc 
great volume of Barrett business. Inquiries will be given 
prompt and complete attention. 


The Duff Manufacturing Co., Pittsburgh, Pa. 
ESTABLISHED 1883 

New York, 50 Church Street Chicago, People’s Gas Bldg. 

Atlanta, Candler Bldg. San Francisco, Monadnock Bldg. 
Foreign Distributors 

Lender, N. W. Earopean Continent—ARMAND D. RIVIERE et CIE., Paris, France 


No. 300 


For any six-cylinder car, such as the Pierce- 
Arrow, Packard, Oldsmobile, White, Marmon, 
Stevens-Duryea, Locomobile, ete. Has adjust- 
able Foot Lift and machine cut steel gears, 
making operation very easy. Height 11% ins. 
Weight 13 pounds. 
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self to any speed and pressure; one 
that can be attached to any car in 
fifteen minutes, and is self-cleaning. 

Harkaway horns are made with 
a heavy walled, steel, hollow core 
stem that carries clustering around 
it four sounding tubes. These 
tubes are bound to the steel core 
and to each other by stout steel 
clasps. Each tube is further se- 
cured to the steel core by its mouth- 
piece or blowing pipe by means of 
a hold-fast bead on its inner end, 
imbedded in the steel core and cap 
on its outer’ end.. 

These blowing pipes are provided 
with self-cleaning slots, through 
which streams of exhaust gases are 
projected against the sharp lips 
formed over the mouth of the tubes, 
or reeds, producing a sound in a 
novel, direct and never failing man- 
ner. A relief valve in a steel core 
automatically provides for all kinds 
of service, so that no adjusting is 
necessary. This valve also acts to 
produce an even tone under all cir- 
cumstances. 

The steel core is preferably con- 

















Harkaway auto horn 


nected to the discharge pipe of the 
muffler, but may be attached at 
any point to the motor exhaust pipe 
by the Harkaway combined split 
coupling and operating shutter 
casing. The Harkaway coupling 
fits all sizes of exhaust pipes. 

The Harkaway horn may be used 
on automobiles, trucks, buses, cars 
or boats, ana a special size is built 
for motorcycles. 


Speedaway Detachable 
Rowboat Motor 


The Speedaway detachable row- 
boat motor is the product of the 
Speedaway Boat Motor Company, 
Freeport, Ill. The engine is built 
of high grade materials, and is 
capable of delivering full two horse- 
power at 1200 revolutions per min- 
ute. It is provided with an un- 
derwater exhaust, making it quiet 
in operation. The steering gear 
may be set in any position holding 
the boat on its course without at- 
tention, while the operator is busy 
with something else. The flywheel 
has a disappearing handle so that 
when the engine is started this han- 
dle automatically drops out of sight, 
eliminating the possibility of acci- 
dents to the occupants. The rudder 
is constructed so as to control the 
movements of the boat when the 
engine has stopped, and to render 
it thoroughly weedless. 


The “Speedaway” has an excep- 
tionally long bronze bushed bearing 
easily. replaced, and is built for 

















“Speedaway” detachable rowboat 
motor 


strength and power. This “strength- 
with-lightness” is said, by the man- 
ufacturer, to be obtained by the use 
of semi-steel castings instead of 
gray iron, and in general by the 
use of materials of great strength. 

The motor is sightly and “ship- 
shape,” one feature in its greater 
symmetry being its round gasoline 
tank lying immediately below the 
crank flywheel. 

The Speedaway can be attached 
to the stern of any rowboat in a 
few moments, no mechanical skill 
being required. It is adjustable 
for varying hights of boats and 
varying pitches or slants of stern. 

It is economical to operate, aver- 
aging 60 to 75 miles for each gal- 
lon of gasoline when attached to an 
ordinary 14-ft. rowboat and used 
on an inland lake. 

For dealers’ prices and further 
information address the manufac- 
turer. 


Gilbert Service Tire 
Cover 


The Gilbert Service tire cover is 
fastened with snap buttons which 
hold in place a tempered steel flat 
wire spring extending around the 

















Gilbert service tire case rolled up and 
put in proper cartons for store dis- 
play or when not in use 
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inside circle. Made of a heavy 
grade of enameled duck, in all sizes. 
It is rolled up and put into a paper 
carton for store display or when not 
in use. Retails for $2.50 and is 
manufactured by The Gilbert Mfg. 
Company, New Haven, Conn. 


Standard Rear Signal 
Lamp 


Many rear-end collisions can be 
avoided by the proper and timely 
signaling to a car in the rear, the 
intention of what the driver of the 
car ahead wishes to do—whether 
he intends to suddenly stop or to 
make a sharp turn off into another 
road or go straight ahead. The 
Standard rear signal lamp is a de- 
vice that will instanly convey to the 
driver of the car in the rear what 
the driver of the car ahead intends 
to do. The lamp is divided into 
three compartments, each of which 
contains a small tungsten bulb. 
The first compartment has a red 
glass and has the word “left” on 

















Rear signal lamp 


its surface; the next compartment 
is white and has “stop,” while the 
right one is green and has the 
word “right.” The flashing of the 
bulb in any of these compartments 
indicates when the driver intends 
to stop or turn to the right or left. 
The signal is operated by a single 
switch. Manufactured by Stan- 
dard Signal Lamp Company, 
Bridgeport, Conn. 


THE COLONIAL WorRKS of the Osborn 
Mfg. Company, Milwaukee, announces 
its removal from Florida street to 
South Water and Ferry streets. The 
whole of this four-story building 
(about 36,000 ft. of floor space) is 
occupied by the Osborn company. Be- 
ing the largest manufacturers of 
brushes and brooms in the Northwest, 
the extra floor space has been much 
needed, both for manufacturing and 
storage purposes. The Milwaukee 
factory makes almost any kind of 
brush or broom that can be wanted, 
including a great many special styles 
and shapes for machine use, manu- 
facturing purposes and various spe- 
cialized trades. Many of these lines 
—such as dairy brushes, wire scratch 
brushes, butcher’s brushes, push 
brooms, floor. brushes, window clean- 
ers, etc.— are sold to a very consider- 
able extent through the retail hard- 
ware store. Large stocks of the Os- 
born hardware specialties including 
the fly-swatter, lawn mower sharp- 
ener, Christmas tree holder, etc., are 
carried at the Milwaukee branch. 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


BESSEMER, ALA.—The Morton Hardware Company has 
leased the building formerly occupied by the Il. A. Lewis 
Hardware Company, 211 Ninteenth street, and has also pur- 
chased the Lewis hardware stock. The Morton company has 
removed to the new quarters. Improvements are being made 
on the building, and a new front similar to the ene on the 
Morton Hardware Company’s store on Second avenue has 
been added. Catalogs requested on automobile accessories, 
baseball goods, bathroom fixtures, buggy whips, builders’ 
hardware, building paper, children’s ve ei churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, hammocks and 
tents, harness, heating stoves, home barbers’ supplies, kitchen 
housefurnishings, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, sporting 
goods, toys and games. 

VAN BUREN, ARK.—The Hunt & Ayres Hardware & Furni- 
ture Company has been incorporated with a capital stock of 
$25,000. ‘The incorporators are R..T. Hunt and Pery Boat- 
right. Catalogs requested on automobile accessories, base- 
ball goods, bicycles, bug. whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, crockery and glass- 
ware, cutlery, dog collars, electrical household specialties, 
fishing tackle, furniture, hammocks and tents, harness, heat- 
ing stoves, farm implements, heavy hardware, iron beds, 
kitchen cabinets, kitchen housefurnishings, linoleum, lubri- 
cating oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
— sporting goods, wagons and buggies, and washing ma- 
chines. 

PASADENA, CAL.—The Enterprise Hardware Company, 
which has been located at 33 North Fair Oakes avenue since 
it was started some years ago, has moved into larger quarters 
at 43 East Colorado street. 

PuEBLO, CoLt.—The stock of the Franklin Hardware Com- 
pany has been taken over by the Robinson Gardner Hard- 
ware Company. Harper Gardner, who for many years was 
with the Pueblo Hardware Company has secured the interest 
of George Trostel in the Franklin, and with H. E. Robinson, 
who has been connected with the firm for a number of years, 
will conduct the business in the future. 

SAVANNAH, GA.—The White Hardware Company has made 
extensive improvements to the front of its store. Modern 
plate glass windows have been installed, with a vestibule 
entrance in the center, giving two large display windows. The 
entrance to the store will be tiled and a new sidewalk laid 
in front. The company has recently added motor boat sup- 
plies to its lines, which consist of the following: Baseball 
goods, buggy whips, builders’ hardware, building paper, 
churns, cutlery, dog collars, fishing tackle, gasoline engines, 
heating stoves, mechanics’ tools, oil cloth, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware, silverware, 
sporting goods. 

East St. Louis, Inu.—The Illinois Hardware Company has 
been incorporated with a capital stock of $12,000. The in- 
corporators are William C. Landholt, F. F. Brumagin and 
Laura E. Brumagin. The company will carry the following 
lines: Baseball goods, bathroom fixtures, builders’ hardware, 
building paper, children’s vehicles, cutlery, dog collars, elec- 
trical household speciaties, fishing tackle, hammocks and 
tents, -harness, heating stoves, heavy hardware, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes -and glass, plumbing, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
—_ hardware, silverware, sporting goods, and washing ma- 
chines. 

East St. Louris, Itu.—The Frank W. Jones Hardware 
Company has opened a new store at 410 State street. Mr. 
Jones was connected for many years with the Illinois Hard- 
ware Company. Catalogs requested on bathroom fixtures, 
builders’ hardware, cutlery, dog collars, electrical household 
specialties, heavy hardware, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing, prepared roofing, pumps, 
shelf hardware, silverware, and washing machines. 

East St. Louis, Itu.—The Reese Hardware Company has 
been succeeded by the Sondag-Reese Hardware Company, 
which has been incorporated with a capital stock of $5,400, 
to do a general hardware business. The personnel of the firm 
remains unchanged. Catalogs requested on automobile ac- 
cessories, basebal s, bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, building paper, cutlery, dog col- 
lars, fishing tackle, home barbers’ supplies, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing, poultry supplies, 
prepared roofing, pumps, refrigerators, shelf hardware, sil- 
verware, sporting goods, and washing machines. Servias 
Sondag, C. E. Pope and H. F. Driemeyer are the incorpo- 
rators. 

MARION, Itu..—J. Milton Norman has sold his interest in the 
Heyde Hardware Company to A. T. Norman and S. W. Caw- 
thon. This change puts Mr. Norman and Mr. Cawthon in full 
charge of the store, which will be conducted under the name 
of the Geo. C. Heyde Hardware Company, at 212-214 North 
Market street. Catalogs requested on general hardware. 

Vrtta Grove, ILt.—Robert McClintock, of the hardware 
firm of Beck & McClintock, has purchased Mr. Beck’s interest 
in the store, and will continue the business under the name 
of R. J. McClintock. Catdlogs requested on baseball goods, 
bicycles, bu whips, builders’ hardware, building paper, 
children’s vehicles, churns, cutlery, dog collars, dynamite, 
fishing tackle, furnaces, galvanized and tin sheets, hammocks 
and tents, heating stoves, heavy hardware, home barbers’ 
supplies, kitchen housefurnishings, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, poultry: supplies, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods, tin shop, 
toys and games, and washing machines. 

Monror, INp.—Liechty Bros. & Co. have been incorporated 
with a capital stock of $15.000. The incorporators are Jerry 
Liechty, Jeff Liechty and Emanuel Lehman. 

AtimrTon, Ta.—M. L. Mace has sold a half interest in his 
hardware business to P. M. Parsons. The firm will be con- 
ducted under the name of Mace & Parsons. 

Avupupon, Isa.—Ruhs & Carter are remodeling their store 
and are putting in a new front and metal ceiling. 

BaTTLe Creek, Ia.—O. O. Spott & Co. have opened a new 
hardware store here, and will carry the following lines, on 
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which catalogs are requested: Automobile accessories, base- 
bgll goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, churns, cream separators, 
cutlery, dog collars, fishing tackle, galvanized and tin sheets, 
gasoline engines, hammocks and tents, heating stoves, heavy 
hardware, iron beds, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, sporting goods, and washing machines. 

BLUE Grass, 14.—The implement business of the August 
Plett Company has been sold to Johnson & Johnson, who will 
carry the following lines: Automobile accessories, bathroom 
fixtures, belting and packing, buggy whips, cream separators, 
gasoline engines, heavy farm implements, lubricating oils, 
poultry supplies, ranges and cook stoves, wagons and buggies, 
and washing machines. 

BONAPARTE, IA.—The Elsensohn Hardware Company has 
succeeded F’. A. Rynas. - Catalogs requested on baseball goods, 
belting and packing, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, electrical household specialties, fishing tackle, gal- 
vanized and tin sheets, gasoline engines, heating stoves, heavy 
hardware, home barbers’ supplies, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
shelf hardware, sporting goods, tin shop, toys and games, 
and washing machines. 

DAVENPORT, Ia.—The Berg Gun and Sporting Goods Store, 
which had occupied the same quarters for sixty years, moved 
recently to 221 Harrison street, a half block south of its 
former location. The firm has added new shelves and show 
cases, fishing tackle, kodaks, and billiard supplies to the other 
lines carried, which consist of automobile accessories, cut- 
lery, dog collars, dynamite, fishing tackle, hammocks and 
tents, and sporting goods. 

Fort DopGce, 14.—The Prusia Hardware Company will en- 
large its retail store. Owing to the growth of trade and the 
greatly increased stock the company carries more room will 
be necessary. -A. new department will also be added, consist- 
ing of a great variety of 5, 10 and 25 cent goods, for which 
there is a growing demand. The other lines carried are auto- 
mobile accessories, baseball goods, bathroom fixtures, bi- 
cycles, buggy whips, builders’ hardware, children’s vehicles, 
churns, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, heating stoves, heavy hardware, home 
barbers’ supplies, kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, ranges and cook stoves, refrigerators, shelf hard- 
pe silverware, sporting goods, tin shop, and washing ma- 
chines. 

GOWRIE, IA.—Elmer Martindale has bought the D. O. Bab- 
cock hardware business. 

LACEY, Ia.—The Lacey Grain & Implement Company has 
opened a store here and will carry the following lines: Belt- 
ing and packing, cream separators, gasoline engines, heavy 
farm implements, lime and cement, lubricating oils, poultry 
supplies, prepared roofing, pumps, wagons and buggies, and 
washing machines. 

LYNNVILLE, I1A.—B. T. Vestal has sold his hardware busi- 
ness to Joseph Burnham. Catalogs requested on builders’ 
hardware, cutlery, furniture department, gasoline engines, 
heating stoves, home barbers’ supplies, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, ranges and 
cook stoves, shelf hardware, tin shop, and washing machines. 

NEW VIENNA, I14.—Joseph L. Fangmann has purchased 
the building in which he conducts his hardware business. 

NORTHWOOD, Ia.—Vold & Lee have added plumbing and 
heating to their hardware and tinware business. Catalogs 
requested on bathroom fixtures, bicycles, buggy whips, build- 
ers’ hardware, churns, cream separators, cutlery, electrical 
household specialties, fishing tackle, furnaces, galvanized 
and tin sheets, gasoline engines, heating stoves, heavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, ranges and cook stoves, shelf 
hardware, tin shop, and washing machines. 

OGDEN, I4.—The Schwene Hardware Company, one of the 
oldest firms in the city, has changed hands. Emil C. Cook, 
of Kingsley, and Charles G. Lindholm have taken over the 
interest of Hugo Sandeen and John Schwene. The new 
firm name will be Cook & Lindholm. Catalogs requested on 
bathroom fixtures, belting and packing, bicycles, builders’ 
hardware, building paper, churns, cream separators, cutlery, 
dynamite, electrical household specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, gasoline engines, hammocks 
and tents, heating stoves, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, sport- 
ing goods, tin shop, and washing machines. 

JACKSON, Ky.—The Keck Hardware Company has opened 
a hardware st»re here, and will carry a line of builders’ hard- 
ware, building paper, carpenters’ tools, cutlery, guns, ammuni- 
tion, harness and saddlery, dog collars, fishing tackle, me- 
chanics’ ‘tools,*: paints, oils, varnishes and glass, prepared 
roofing, shelf hardware, silverware, and sporting goods. 
Catalogs requested on galvanized roofing. 

DANFORTH, Mze.—B. W. Stinchfield has disposed of his stock 
and trade to the Danforth Hardware Company, who will con- 
tinue the business as an up-to-date hardware store. 

LEWISBURG, On10.—The Riley Hardware Company has pur- 
chased the tinnine and roofing business of George Srocks- 
loger, and has added it to its present line, which consists of 
the following: Baseball goods, bathroom fixtures, bicycles, 
buggy whips, builders’ hardware, building paper, churns, cut- 
lery, dog collars, fishing tackle, furnaces, galvanized and tin 
sheets, hammocks and tents, heating stoves, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, sporting 
goods, tin shop and washing machines. Catalogs requested on 
roofing and plumbers’ supplies. 

LAPLATA, Mo.—S. W. Dougherty has purchased a portion 
of the J. W. Nisbeth hardware stock and moved it to his own 
building. The remainder of the stock was purchased by 


Miles & Turner. 
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Are You Satistied With 
Your Saw Profits ? 


Your fixed expenses go on just the same whether you 
are making a profit of twenty-five cents, fifty cents 
or even more on each Saw sale. 

Then why not sell a line of Manufacturers Brand 
Saws that pays the biggest legitimate profit and that 
helps to build up your reputation for selling depend- 
able merchandise? 


a 
Silver 
Steel y V 
are intrinsically worth more. SILVER STEEL is actually the 
finest steel that has ever been used in Saw Blades. On account 
of this fact, together with their scientific and exclusive construc- 


tion, they are in a class by themselves. A class where you need 
fear no competition—where you can ask and receive a fair profit. 


Ask any carpenter who has used an ATKINS SILVER STEEL 


SAW. He'll tell you that they are the “Finest on Earth.” 
Any Atkins Dealer can advertise his Saw stock 
without costing him one cent. Our co-operative 
methods and selling helps are a “cinch” for the 
progressive merchant who wants to do some good , 
effective advertising. A post card addressed to 
our Advertising Dept. at Indianapolis will bring a 
hearty response. 

If you are not now selling ATKINS SILVER STEEL 
SAWS, there is yet time to put them in stock for 
the Spring demand. Write to-day to the nearest 
address below and we'll tell you how and where 
to buy them to the best advantage and will interest 
ourselves in “Helping You to Sell.” | 
The Atkins line includes not only Hand, Rip and Panel Saws, 
but a “Perfect Saw for Every Purpose,” such as WOOD 
SAWS, COMPASS, KEYHOLE, BACK, PRUNING, 
BUTCHER, HACK SAW BLADES and so forth, as well as 
TROWELS, CORN KNIVES and a big line of Specialties and 
Saw Fitting Tools. Write for our catalog. 


Atkins Always Ahead! 
E. C. Atkins & Co., Inc. 


The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. 
Canadian Factory—Hamilton, Ont. 
Branches carrying complete stocks in the following cities. Address 
E. C. ATKINS & CO., Inc. 

Atlanta, Minneapolis, Portland, Ore., Vancouver, B. C. 
Chica New Orleans, San Francisco, Sydney, N. S. W. 
Memphis, New York City, Seattle, 

Messrs. John Shaw & Sons, Wolverhampton, Ltd., Wolverhampton, England, 
Agents for Great Britain. 
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Jump Trap. 


ONEIDA COMM : 


ONEIDA, N.. 


Have you got this trap in stock? 





